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International Amity 
| Spirit is Growing 
Says W. A. Mackay 


\Northern Assurance Manager 
Finds Insurance Relationships 
More Closely Knit 


|U. S. RATES ARE TOO LOW 





Returns to England After Visit 
| Here With Assistant Manager 
K. K. Peters 

When the S. S. “Olympic” arrived in 
jEngland today, among the passengers 
who landed were William Aeneas Mac- 
iikay, general manager of the Northern 
|Assurance group; Kenneth K. Peters, 
\\assistant general manager of the com- 
‘pany, and Eric Murray Mackay, London 
urepresentative of the Aetna Insurance 
(Company of Hartford, who is the son of 
General Manager Mackay of the North- 
ern, 

During the trip to the United States, 
they visited a number of large cities in 
ithe East, Mr. Peters going as far West 
as Chicago, and Mr. Eric Mackay visit- 
ying the Aetna in Hartford. It was the 
first trip to America of Mr. Peters. 


They Also Visited Montreal 


During the past eighteen years Mr. 
Mackay has been to this country on a 
mumber of occasions. He spent his en- 
tire business life in the insurance field, 
his start being in the casualty, or what 
was known in England as the “accident” 
\division. He is one of the most able 
of all the British executives. 











The Restless, Progressive Spirit of 
New York 


t When seen at the Plaza on the morn- 
jing of packing, he paused, occasionally, 
ite look contemplatively out of the win- 
jdom at the two plots of ground at the 
jcorner of 59th Street and Fifth Avenue 
jon which formerly stood the Netherland 
and Savoy Hotels. A great skyscraping 
qhotel of more than thirty stories is to 
take the place of the old nineteen-story 
Netherlands. 

“All of this is characteristic of one 
Jphase of America,” he said to a reporter 
jfor The Eastern Underwriter. “I can- 
fnot think of any other country where 
jtwo monumental hotels of this type, so 
tall and so popular, would be torn down 
to make way for higher buildings. It is 
part of the nervous restlessness and tre- 
mendous energy of the United States. 
i “verywhere we saw evidences of a great 
yera of building construction development. 
wt has not been so long since my last 
visit to New York and yet I found the 
jlocale in the vicinity of the Plaza full 
fof imposing structures which had not 


yeen there when I was in this 
countr 
before.” 4 





At this point in the conversation Mr. 
7 cters intervened, saying: 

j,,, had the good fortune to visit in 
\Philadelphia the new home of the In- 
surance Company of North America, 
Which is the most beautiful insurance 
building I have ever been in. I was 
Particularly impressed by the twelfth 


; (Continued on Page 25) 























Assurance Company, Ltd. 
of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 



































Justify Your Client’s Confidence 
by 
giving him the protection of an organization strong 


enough to meet practically any emergency, and 
whose service includes prompt adjustment of claims. 


Insurance Company of North America 
Philadelphia 


“Oldest American Fire and Marine Insurance Company” 


























A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 

The Home Office of the PenN Mutuat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hurtg, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months. 


The Penn Mutual Life Insurance Company 





Philadelphia, Pa. 
Organized 1847 











Can Withhold 


Rejection Data in 
Accident Application 


Ruling of High Court in Tennessee 
Case of Harrison vs. 
Columbian National 


INFORMATIO IMMATERIAL 


Insured Had Not Told of Being 
Turned Down for Life Insur- 
ance in Another Company 








Because a man has concealed the fact 
that at some former period he was 
turned down for life insurance does not 
raise an initial presumption or inference 
of unfitness as to justify a rule of law 
that it is material to a later accident in- 
surance risk. 

Such in brief is one of the rulings of 
the Court of Appeals, Sixth District, in 
the case of Columbian National Life vs. 
Ralph W. Harrison, a decision which 
would take up several columns of a 
newspaper to print in full. The case is 
a Nashville one and grew out of the 
canceling of two accident policies in the 
Aetna Life and substitution of an appli- 
cation for insurance in the Columbian 
National. The head office of the Co- 
lumbian National decided not to cover 
the risks and instructed the Nashville 
office to cancel. In the meantime, Har- 
rison had an accident which caused the 
loss of his right hand by amputation. 
Eventually two suits for the full amount 
of two policies were brought by Harri- 
son. In addition he asked 25 per cent 
under the Tennessee statutes for refusal 
to pay. The Columbian National charges 
misrepresentation. 

The testimony showed that some 
questions in the application were incor- 
rectly answered. They were based on 
the following facts: 

1. The Mutual Benefit Life Insurance 
Co., in August, 1914, had examined Har- 
rison for life insurance and declined the 
risk, 

2. In March, 1917, an accident policy 
which had been issued to Harrison by 
the Maryland Casualty Co. was can- 
celled, and at about the same time there 
was a cancellation of a similar policy by 
the General Accident Co. 

3. Applications for policies similar to 
those in suit had within a few days been 
referred by the Aetna Company. 

The decision of the Court in part fol- 
lows: 

“We are not convinced that a rejec- 
tion for life insurance, of itself, raises 
such an initial presumption or inference 
of unfitness, as justifies a rule of law 
thai it is material to the later accident 
risk. We think the rule must be that 
every case of such rejection, and later 
concealment thereof, must be considered 
on its own facts; there would be some 
cases like those suggested at each end 
of the scale where the facts will justify 
cnly one inference and where the court 
may direct; there will be an intermedi- 
ate body of cases where the inference 

(Continued on Page 14) 
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The Equitable Life Insurance Com- 
pany of lowa Announce That the Ter- 
ritory Heretofore Supervised by Hoey, 
Ellison & Wendt, Inc., General Agents, 
Has Been Extended to Include the En- 
tire Metropolitan District of New York, 
Comprising the Five Boroughs of Man- 
hattan, Bronx, Kings, Queens and Rich- 
mond, Northern New Jersey and Long 


Island. 


Branch and Agency Offices Have 
Been Established and Are Now in Op- 


eration at The Following Points: 


1313 Military Park Bldg., Newark, N. J. 
189 Joralemon Street, Brooklyn, N. Y. 
1270 Broadway New York City 
391 East 149th Street New York City 


HOEY, ELLISON & WENDT, INC. 


General Agents 
99 WILLIAM STREET JOHN 0833 
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Business Depression 
In Japan, Says Nippon 


NEW LIFE BUSINESS FALLS OFF 








Company Has 565,920 Policies In Force, 
of Which 490,500 Are Endowment; 
Summary of Principal Figures 





The Nippon Life, which was estab- 
lished in 1889, has a capital of 3,000,000 
yen ($1,500,000) and assets of 127,500,000 
yen, A summary of its business for the 
year ending December 31, 1925, follows: 


Amount 
Policies Yen 
Assurances in force at the 
beginning of 1925.......534,126 516,362,898 
New business written in the 
YOAT ce seccescesvcceence 63,631 86,410,650 
Revivals, etC. ..ccccsccees 3,381 4,430,919 
| Sere srt ee 601,138 607,204,467 
Assurances terminated dur- 
ing the year . 
By death .....eeeeeeees 6,655 28,258 


5,6 
1,491,606 
By lapse, surrender, ete.. 25,395 37,760,770 


Assurances in force at the 
end OF 1925.22. 000006002565,920 562,323,833 


BD eccecaacidaans 35,218 44,880,634 


The new business written in the year 
shows owing to the continued business 
depression, a decrease of Y7,922,880 as 
compared with that of the previous year. 
However, excepting that year, it holds 
the highest record in the history of this 
company. 

The premiums collected in the year 
amounted to Y21,949,576, bringing the to- 
tal income to Y30,900,819. 

Net present value of the outstanding 
assurances at the end of the year is 
Y106,696,965 computed on the company’s 
table at 4% interest, showing an in- 
crease of Y12,077,213 over that of the 
previous year. 

Of the 565,920 policies in force, 75,000 


are whole life and 490,500 are endow- 
ment. , 


NAT'L FRATERNAL CONGRESS 


Will Meet at Buffalo, August 16-19; 
Many Interesting Topics to Be 
Discussed 
Elaborate plans are being made for 
the National Fraternal Congress of Am- 
erica meeting which will be held this 
year at Buffalo, from August 16-19. The 
arrangement committee are planning to 
have a number of papers read on timely 
subjects that will be of vital interest to 
all of the societies affiliated with the 

congress. 

The first day of the meeting will be 
devoted to section meetings which will 
consist of the president’s, secretaries’, 
medical, law and press section and a 
general meeting of the executive com- 
mittee. The remaining three days will 
be taken up by addresses, reports of 
the various committees and papers. 

Among the topics to be presented are, 
“Group Insurance, Its present Plan of 
Operation and How it Can be Adapted 
to Fraternal Insurance and the Lodge 
System,” “Social Insurance,” and “Shall 
the Scope of Juvenile Protection be En- 
larged?” Other timely subjects will be 
an address on “National Health Con- 
servation” by Dr. Tracy H. Clark, chair- 
man of the National Union Assurance 
Society, “Thrift and Savings,” by Henry 
J. Hyman, chairman of the Independent 

rder of the Free Sons of Israel, and 

“Statutory Legislation,” by De E. Brad- 


shaw, chairman of the Woodmen of the 
World, 


SUES IN RICHMOND 
W. L. Wight, administrator of the 
estate of Thomas Ellis Johns, a Rich- 
mond (Va.) contractor, who died No- 
vember 30, 1925, as a result of inhaling 
illuminating gas, is suing in federal court 
at Richmond for recovery under a $10,- 
000 life policy, issued June 2, 1925, with 

double indemnity provision. 








THE 
NEED OF 
EXHILARATION 


We warp ourselves when we do 
not use all our God-given qualities, 
and soon lapse into the “has been’ class. 


Consider the Romans. When they 
did less than their best they became an 
easy prey to the iron-muscled, hard- 
hitting Goths. When the Goths be- 
came satisfied they too were bumped 
off the pedestal by another tribe. 


The memories of what might have 
been dre poor comforters. 


Exhilaration is the thing we need. 


Exhilaration of our mental qualities 
makes us realize that there is no time 
like the present, and that no one can 
do the job as well as ourselves. 


Strike out boldly for greater results. 
To stay within narrow limitations 
when you are capable of going on fur- 
ther is little short of a crime. You 
have the ability to progress. Don't be 
your own jailer and cage yourself in. 


~~ The Prudential 
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Insurance Company of America 
STREMCTH OF 
CIBRALTAR 


Home Office: Newark, New Jersey 





Epwarp D. Durrtetp, President 








Famous Fire Men on 
Aetna Life Board 


NAME BISSELL AND MILLIGAN 
Three Others Also Added to Bisccerdnte: 
Joel L. English and Two Others 
Present Resignations 





Five new directors of the Aetna Life 
Insurance Co. and the Aetna Casualty 
& Surety Co., were elected at a meet- 
ing of the board of directors Saturday. 
They are: i 

Edward Milligan, president of the 
Phoenix; Richard M. Bissell, president 
of the Hartford, and William R. C. Cor- 
son, vice-president and treasurer of the 
Hartford Steam Boiler Inspection & In- 
surance Co.; J. Henry Roraback, presi- 
dent of the Connecticut Light and Pow- 
er Co. and the Connecticut Electric 
Service Co.; Edward M. Day, counsel 
for the Aetna Life and affiliated com- 
panies, 

The latter three were elected directors 
of the Automobile Insurance Company, 
also, in addition to Mr. Milligan and Mr. 
Bissell, who were elected to the board of 
that company April 16. 


Three Resignations 

Three additional vacancies were cre- 
ated in all three of these Aetna Life 
companies by the resignation as direc- 
tors of Joel L. English, D. Newton Bar- 
ney and Charles F. T. Seaverns. The 
other two vacancies in the Aetna Life 
and Aetna Casualty & Surety Company 
boards have existed since the death of 
Major Morgan G. Bulkeley, Jr., and the 
resignation of Charles H. Remington, 
who were on all three boards. The 
places they held in two of the compa- 
nies were left vacant at the time their 
successors in the Automobile Insurance 
Company were elected. 

The directors of the three companies 
are now identical, the members, in ad- 
dition to the five newly-elected ones, be- 
ing Morgan B. Brainard, president of all 
three companies; Samuel G. Dunham, 
John O. Enders, W. E. A. Bulkley and 
Mitchell S. Little. 

Veterans on Boards 

Mr. English, who is a vice-president 
of the Aetna Life Insurance Company, 
is 83 years old, and dean of the retiring 
directors, having been about twenty 
years a member of the Aetna Life board 
and a director of the casualty and fire 
companies since they were established. 
He has been with the parent company 
about a half century. Mr. Barney has 
been a director about fourteen years and 
Mr. Seaverns was elected to all three 
directorates less than five years ago. The 
resignations were accepted yesterday. 

New Directors Prominent 

The five new directors are prominent 
Connecticut business men. Mr. Milligan 
is known chiefly as the president and a 
director of the Phoenix Insurance Com- 
pany. He is also president and director 
of the Connecticut Fire Insurance Com- 
pany and the Phoenix Securities Com- 
pany, vice-president and director of the 
Equitable Fire and Marine Insurance 
Company of Providence, and a director 
of the Billings and Spencer Company, 
the Connecticut Mutual Life Insurance 
Company, the Hartford Retreat, the 
Hartford Steam Boiler Inspection and 
Insurance Company, the New York, New 
Haven and Hartford Railroad Company, 
the Hartford and New York Transpor- 
tation Company, the Holyoke (Mass.) 
Water Power Company, the New York, 
Ontario and Western Railroad Company 
and the Rutland Railroad Company and 
a trustee of the Hartford-Connecticut 
Trust Company. 

Insurance Leader 

Richard M. Bissell is president and a 
director of the Hartford Fire Insurance 
Co., the Hartford Accident & Indemnity 
Co., Hartford General Agency, Inc., 
Hartford Live Stock Insurance Co. and 
the Twin City Fire Insurance Co. 

He is vice-president and a director of 
the Afia Insurance Corporation of New 


(Continued on Page 38) 


‘ 








F 
t 
; 
iy 
il 
t 
a 
a 
i 
y 
| 
t 
i 
} 
i] 
Ay 


Se eaiaote 


st 








July 16, 1926 








—.. 






















Reasons for 








Being inMany Places 


| 
| 
| 
at the Same Time! 
| at thesame. lime! 
7, 
| N these _ of Reen weil with so 
many things claiming a person’s atten- 
| tion, the thouxht ston ises “How I wish_ 
| I might be in two places at the same time!” 
| Thanks to advertising, the YEtna-izer can 
be in many places \at the samextime. For 
| while he is in person\at his office or inter- 
| viewing some prepare ee biN‘other 
| 
| 


selves” are doing the introductory, —— 
tionai work for him. \ 


The A#tna’s magazine a a N 
local newspaper advertisements, folders, 
booklets, blotters, theatre slides\ souvenirs, 
special sales material and all thecrest are 
really “extended personalities” of the AEtna 
agent, gaining the acquaintance na pall 
dence that will be so helpful when he xalls 
in person to write the business. % 










Further 
Insurance 
Needs 


It certainly pays to be an A&tna-izer! \ 













/ETNA LIFE INSURANCE COMPANY 


Pointin 
and affiliated companies out Liability 
‘Etna Casualty & Surety Co. Standard Fire Insurance Co. Hazards 





Automobile Insurance Co. of Hartford, Connecticut 
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Chas. Dobbs 
“Ins. Field” 


A. L. J. Smith 
“Spectator” 


The Reliance Life 
Jubilee Convention 


HOLDS A FINE CELEBRATION 


Delegates, Many With Their Wives, 
Gather at Pittsburgh for 
Four Day Party 


Pittsburgh was the scene of the home 
coming of one of its most famous fami- 
lies last week. The Reliance Life of 
Pittsburgh was celebrating with a Jubi- 
lée Convention and from all parts of the 
United States there had come members 
of its field family of managers and 
who had earned their spurs 
through production effort and had qual- 
ified for the trip from their respective 
home cities or territories, together with 
the field supervisors who direct their 
efforts, to get better acquainted with 
Judge James H. Reed, president of the 
company; H. G. Scott, vice-president; 
E. G. McCormack, general manager, and 
the balance of the home office person- 
nel. 


agents, 


Calling the Reliance Life one of the 
famous families of ‘Pittsburgh is done 
advisedly, for it is doubtful if another 
of Pittsburgh’s widely and well known 
industrial or financial institutions can 
place upon a scroll a list of names, its 


representatives, more genuinely repre- 
sentative of the best that there is in 
American citizenship than those con- 


nected with the Reliance Life. They are 
high-grade men, carving for themselves 
and the company with which they are 
identified a place in the community life 
in which they live and are making pos- 
sible the building of a corporate life, 


the benefits of which will go on into 
posterity. 
Makes Remarkable Record in Short 


Time 

It seems almost yesterday that an- 
houncement was made that certain men 
of high ideals and keen business acu- 
Men of Pittsburgh had decided that 
there should be a life insurance com- 
pany in Pittsburgh sizable enough to be 
representative of the city of its birth, 





James Hay Reed 
President 


and that they had gone down into their 
pockets and dug up enough money to 
place such an institution in existence. 
That was twenty-three years ago. To- 
day the Reliance Life has more than 
$39,296,000 of assets and more than 
$343,000,000 of life insurance in force, 
representing more than 148,000 policies 
in thirty-eight states and the District 
of Columbia. This work is at the pres- 
ent time carried on by more than 800 
representatives in the field and 300 at 
the company’s head office in Pittsburgh. 

It was a treat to wend one’s way about 
in the lobbies of the William Penn 
Hotel in Pittsburgh on Tuesday morn- 
ing of last week and give the arriving 
field men from country wide points the 
“once over” as they came in. The spirit 
of the occasion was inspiring. They 
came as winners—conquerors if you will. 
They came to show and be seen. They 
came to give of their knowledge and to 
learn. They were a happy lot. More 
than 350 qualified for the Jubilee Con- 
vention. 

H. G. Scott, vice-president, and E. G. 
McCormack, general manager of the Re- 
liance Life, together with Angus All- 
mond, superintendent of agencies of the 
Western Division, and W. L. Wilhoite, 
superintendent of agencies of the 
Eastern Division, and the members of 
the agency and agency accounting de- 
partments of the home office were on 
hand to greet the arriving family of 
field men and their wives. 

Breakfast awaited them on the seven- 
teenth floor of the William Penn 
Hotel. After being fed, the morning of 
Tuesday was given over to registering, 
getting instructions, receiving souvenirs 
—beautiful book ends—presented to each 
dualified delegate and the guests by the 
Reliance Life. 

Luncheon was served in 
room as used for breakfast. This over, 
the real Jubilee commenced. The party 
was taxied to the wharf of the Monon- 
gahela River, where they went aboard 
the river steamer “Homer Smith” for a 
cruise on the Monongahela and Ohio 
Rivers. In another column of this paper 
is told the story of that cruise. 


the same 


MULE WENT IN REVERSE 
During his talk at the 
ness session Supervisor Adams asked 
Manager McCormack if he had ever 
written an application while riding on 
the back of a mule. McCormack an- 
swered emphatically Y E S, and as “I 
did so, the mule went into reverse.” 


second busi- 


H. G. Scott 
V.-Pres. 

















Mrs. 
McCormack 


E. G. McCormack 
Gen. Mer. 


H. G. Scott Tells of 
Reliance Life Strength 


ITS FIRST BUSINESS SESSION 





N. S. Tomlinson Gave Fine “Income In- 
surance” Talk; Has Twenty Men 
at the Convention 

The second day of the Jubilee Conven 
tion of the Reliance Life began with 
breakfast in the ball room of the Wil- 
liam Penn Hotel, located on the seven- 
teenth floor of that hostelry. Directly 
following the morning meal the entire 
company gathered in the blue room of 
the hotel, located on the same _ floor, 
where the first business session of the 
convention was held. 

FE. G. McCormack, general manager 
of the Reliance Life, was in the chair. 
Mr. McCormack has held the general 
managerial position for more than four- 
teen years. He entered the services of 
the Reliance Life in 1908 as supervisor 
of the Kentucky department of the com- 
pany. As production head of the com- 
pany, Mr. McCormack is both loved and 
respected by the field force. He is a 
dominant type, possessing characteristics 
of great sincerity and understanding. 

There was no lost motion after he 
called the session to order. In a 
words he introduced Vice-President H. 
(. Scott, who briefly welcomed the Re- 
liance field family to the Jubilee Con- 
vention. He was sure that anything he 
would say in the way of welcome would 
be anti-climax to the most enjoyable 
river excursion with all its gayety the 
previous afternoon and evening. 

Held the Company Together in 
Early Days 

In his introduction of Vice-President 
Scott, General Manager McCormack had 
referred to him as the one man who 
had held the Reliance Life together in 
the days way back there when it looked 
rather ominous as to whether it would 
weather the storms which beset all new 
life insurance institutions. It was said 
that Scott “held the company together,” 
“was the human barrier to its disin- 
tegrating,” “kept the company in busi- 
ness,” “was the man of all work and of 
all positions.” 

Mr. Scott modestly The re 
ception he got was heart-warming. He 
“tushed” the fine things which had been 
said of him. Very quickly and adroitly 
he passed the buck to the willing and 


arose 


W. L. Hadley 


C. M. Cartwright 
“Eastern Und.” 


“Natl. Und.” 


able lieutenants he had succeeded in 
picking to do the manual labor of build- 
ing a life insurance company. 

Speaking of the boat trip again, Vice- 
President Scott said that the whole af- 
fair was a complete surprise to him. He 
knew there was to be a trip, but of the 
arrangements he knew nothing. He was 
sure that he had had a good time and 
he thought from observation that every- 
one else aboard had. 

Growth Since Tenth Anniversary 

He spoke of the last family gathering 
of the Reliance Life in January, 1913, 
and of how they thought the Reliance 
was quite a company at that time. It 
was the company’s tenth anniversary. At 
that time the asset account of the com- 
pany showed a total of $3,641,000, while 
its business in force amounted to $37,- 
191,000. On June 30, 1926, the asset ac- 
count totaled more than $39,296,0000, and 
the business in force ran up to more 
than $343,000,000. At the tenth anniver- 
sary the total annual income of the Re- 
liance Life was $1,398,100. The income 
for the month of June, 1926, amounted to 
$1,267,894. 

Vice-President Scott remarked that 
if there is to be a family gathering of 
the Reliance Life five years from now 
that a much larger place than the Wil- 
liam Penn Hotel would have to be found 
for the purpose. 

Speaking of the company’s invest- 
ments, Vice-President Scott informed 
the convention that everything in con- 
nection with its finances were in first- 
class shape, no bond or mortgage being in 
default. He told of the bonds in the 
investment schedule being worth $1,750,- 
000 more than the figures carried on the 
company’s books. He declared emphat- 
ically that there was no stronger finan- 
cial institution than the Reliance Life. 

Tomlinson’s Instructive Talk 

N. S. Tomlinson, supervisor of the 
Alabama department of the Reliance 
Life, and fourth in the company’s ten 
leading departments, was next intro- 
duced to the convention. He made a 
corking fine talk on “Income Insurance.” 
His main points were to get as far away 
from “policy,” “net cost” and “compari- 
sons” as possible. It was his idea that 
to be the ideal life insurance salesman 
one should not be on even speaking 
terms with those much used, and much 
abused sales arguments. It was his 
thought that the agent who desires to 
go furthest along production lines would 
do well to confine his arguments to help- 
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W. B. and Mrs. Daniels 


ing the prospect see the “need” for the 
protection. He cited some records from 
his own department to prove his point. 

Agent No. 1 had written 31 cases for 
total insurance of $34,000. Agent No. 2 
had written 63 cases for a total insur- 
ance of $86,000. Agent No. 3 had writ- 
ten 28 cases for a total insurance of 
$46,000 under the old plan of presenting 
“Income Insurance.” 

Under the new plan of finding the 
need and helping the prospect see that 
need, Agent No. 1 had written 39 cases 
for a total insurance of $105,000. Agent 
No. 2 had written a lesser number of 
cases—34—for a total insurance of $159, 
000, while Agent No. 3 had written 39 
cases for a total insurance of $101,000. 

He yave other statistics showing the 
results of twenty men working under the 
two plans. In six months of 1924 twenty 
men of the department who were in at 
tendance at this convention produced 552 
cases for insurance amounting to $860, 
000, average policy $1,560. In the first 
six months of 1926 the same twenty men 
had produced 584 cases for insurance 
amounting to $1,933,000, average policy 
$3,270. He pointed out that there were 
only 32 more cases, but that there was 
$1,173,000 more insurance. 


Keeping Fit Physically 


The next subject on the program was 
that of “Physical, Mental and Moral 
Preparedness.” This was vigorously 
handled by W. L. Baldwin, inspector of 
agencies of the western division. Mr. 
Baldwin is a firm believer in regular 
setting-up exercises, both physical and 
mental, for the man who expects to keep 
in the front van of life insurance sales- 
manship. In addition to regular reading 
of trade press and strictly life insurance 
text books, he advocated the reading of 
literature outside the business. 

Tom Pruett, general agent of the 
Northeast Texas department, gave the 
convention some idea of the manner in 


W. J. and Mrs. Benson 


Get Acquainted On 
Ohio River Boat Trip 


PROVES A SPLENDID SUCCESS 


Dance, Sight See, Eat and Make Merry 
On Afternoon and Even- 
ing Excursion 

If a better scheme has ever been de- 
vised for getting a party of folks at- 
tending a convention thoroughly well 
known to each other, than to place them 
aboard a suitable river steamer provided 
with ample space for dancing, a good 
orchestra, and fine weather, it has not 
come to the writer’s attention. That is 
just what H. G. Scott, vice-president, 
and E, G. McCormack, general manager, 
of the Reliance Life, did on Tuesday 
afternoon of last week with the folks 
attending the Jubilee Convention of that 
company at Pittsburgh. 

With all hands aboard at 2.30 p. m., 
river steamer “Homer Smith,” chartered 
for the occasion, weighed her anchor 





which he sells the farmer his life insur- 
ance, 

One of the most valuable talks of the 
session was that of T. J. McKenna, as- 
sistant secretary of the Reliance Life, 
in charge of the policy department at 
the home office. He explained that 90 
per cent of the delay in issuing policies 
was due to things which happened while 
the application was in the hands of the 
agents. He suggested more care in pre- 
paring applications before submitting 
them to the home office. 

Concluding the first business session 
of the convention, P. F. Sheedy, general 
agent of the western Pennsylvania de- 
partment, talked briefly on the subject 
of “The Importance of Keeping Busi- 
ness in Force.” 
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E. J. and Mrs. Schellentrager 





and backed out in to the Monongahela 
River. Heading about she sailed down 
the Monongahela into the Ohio River, 
and then on down that famous water- 
way through several locks to a point 
about forty miles below Pittsburgh. The 
sail was both interesting and enjoyable, 
the “Homer Smith” passing, as it did, 
world-wide known steel mills lining the 
shore of the Ohio River, and many of 
Pittsburgh’s beautiful residence suburbs. 
The sail was smooth and easy. 
Company a Delightful Host 

The Reliance Life, headed by its vice- 
president and general manager, proved 
delightful hosts. This pair of officers 
led the dancing, which continued all the 
way down and back up the river, except 
for the time taken up putting away a 
delicious buffet dinner, served by a 
prominent Pittsburgh caterer. 

The last hour and a half of the return 
trip was made after nightfall, when the 
lights of the mountain sections of the 
city of Pittsburgh and the business sec- 
tion were ablaze, which with the clear 
atmosphere that prevailed presented a 
fine sight for the visitors to the home 
office of the Reliance Life. 

The “Homer Smith” docked at 10.45 
o'clock on her return and a most de- 
lighted company of folks treked ashore 
over the gang plank and returned to 
their respective homes and their hotels. 

In addition to the visiting delegates 
to the Jubilee Convention, the personnel 
of women from the Home Office made 
the river trip. This was most thought- 
ful of the management and was keenly 
appreciated by the members of the 
Home Office staff who graced the occa- 
sion and the Jubilee Party. They proved 
a delightful lot of young women. 

There was singing aboard the steamer. 
Easily the biggest hit was the rendition 
of the spirited Reliance Life song, hit- 
ting off members of the Home Office 
family and Reliance Life perfect protec- 
tion policies. 


W. L. and Mrs. Baldwin 


Reliance Life In 
Vanguard of Companies 


RESULT OF ABLE MANAGEMENT 


Arthur L. J. Smith, “The Spectator,” 
Outlines Achievements at Ban- 
quet Closing Convention 


At the banquet closing the Jubilee 
Convention of the Reliance Life, at 
Pittsburgh last week, Arthur L. J. Smith, 
president of The Spectator Company and 
publisher of “The Spectator,” made the 
following very complimentary address in 
connection with the Reliance Life, its 
progress, and the place it occupies in 
the life insurance world. 

“During my attendance at this con- 
vention, I have been much impressed 
with the spirit of harmony and coopera- 
tion existing between the home office 
and the field—the company’s manage- 
ment and the company’s agents—which 
so forcibly explains the wonderful prog- 
ress the company has enjoyed. ‘The ef- 
forts of Mr. Scott and his associates to 
train agents so as to make them scien- 
tific salesmen in dispensing sound life 
insurance protection have been notably 
successful during the less than a quar- 
ter of a century the company has been 
in business. 

“It is the aim of your officers, as it is 
the aim of all life insurance leaders, to 
so educate the eligible army of life in- 
surance salesmen as to enable them all 
to become in time expert life insurance 
fishermen, so that the inexperienced and 
injudicious agent will in future not get 
in your way and muddle the stream Just 
when you are about to get a strike and 
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Jubilee Convention, Reliance 


land a sizable fish. There is a great 
opportunity before the national and state 
associations of life insurance men to de- 
yote more and more of their time to 
the education of all agents in order to 
increase the efficiency of their produc- 
tivity. 
Calls Management Able 

“The Reliance Life was organized 
March 31, 1903, in Pennsylvania and be- 
gan business on May 4 of that year with 
$1,000,000 paid-in capital and an initial 
surplus of a similar amount. The men 
in charge of this organization builded 
eenerously and liberally, and from the 





of producing a single contract covering 
not only the death feature, but offering 
the insured. protection against loss to 
himself during his productive years by 
means of accident and health insurance, 
the company launched an accident de- 
partment, which .was followed, in Janu- 
ary, 1913, by the issuance of the first 
policy giving complete protection. 
“This policy did more than protect the 
family of the insured against the death 
loss—it also indemnified him against the 
twin dreads of the family man—sickness 
and accident. The popularity of the 
policy bears its share in the subsequent 











accomplishment justifying official pride 
and meriting the highest praise for a 
young company to leave the lower rungs 
of the ladder and take its place among 
the leaders in the business. In 1903 your 
company rose from number eighty-eight 
to number seventy-seven in the rank as 
to insurance in force of all the compa- 


nies in the United States. In 1905 it 
was number sixty-one. In 1911 it was 
number forty-six. In 1916 it was num- 


ber thirty-one, and at the end of last 
year it attained the position of number 
twenty-three among American compa- 
nies. That is to say out of 251 Ameri- 





F. J. and Mrs. 


Kenneth and 
Mrs. Gideon 


start the company has been operated on 
a broadminded basis. Its organizers were 
prominent Pittsburgh financiers, — by 
whom its destinies have been directed 
during its entire twenty-three years of 
existence. 

energetic 
progress 


“Capable and management 
have brought a and a pros- 
perity to this comparatively young com- 
pany which gives to its growth a back 
ground of achievement unsurpassed not 
only by any life insurance company, but 
by any other financial enterprise. 

“Looking back through its record, 
there is nothing that savors of a skele- 
ton in the closet; not a detail of its his- 
tory or its management but could be 
brought to light with equal satisfaction, 
and dwelt upon before the agents and 
the policyholders of the company, is 
another reason why they should have an 
unbounded pride in the company with 
which they are connected and the men 
with whom they are associated. 


Praises Officers 


“Ever foremost in the direction of the 

policies of this company and well wor- 
thy of the commendation of the insur- 
ance world at large for the part they 
have played in raising high the standard 
of life insurance as it ts today-——far above 
that of any other development of mod- 
em life—stand the president and_vice- 
president of the Reliance Life of Pitts- 
burgh, James H. Reed and Herman G. 
dott. 

“Leaving aside the personal charm and 
Magnetism of these two gentlemen, 
which have endeared them to associates, 
agents, spectators and competitors alike, 
their accomplishments with the Reliance 
Life Stamp them as men of unbounded 
Yision with the vigor and the will to 
make the dream of today the realization 
of the morrow. j 

‘In point of time the Reliance Life is 
but a baby amid the giants of the busi- 
hess, but in point of actual development, 
M actual size and in actual service to 
the country as a whole, the Reliance 
stands in the vanguard, unhampered by 
age, but vigorous in youth, and matching 
with deeds and progressive policies the 
other leaders in the field. 

The Reliance Life began its opera- 
lions as strictly a life insurance com- 
pany, and as strictly a life insurance com- 
pany operating on the most approved 
plans, if prospered. 

In 1912 recognizing the desirability 


Niver 





Wm. and Mrs. Vaughn 


growth of the Reliance Life. So hap- 
pily did this policy, with its threefold 
coverage, fill a present want, that its 
adoption in principle by life insurance 
companies generally was but a natural 
sequence. 

“The first report at the end of 1903 
showed that the insurance in force at 
the end of its first year of existence 
was $1,314,000. In 1906 it passed the 
ten million mark of insurance outstand- 


ing. In 1914 steady work brought the 
total to $50,494,000. Tour years later, 
in 1919, the ranks of the hundred mil- 


lionaires of the business were entered, 
and the company closed that year with 
$102,841,000, a remarkable achievement 
for a vear old company, but a 
record was destined to be sur- 
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can ordinary life insurance companies, 
only 22 are larger in amount of insur- 
ance than the Reliance Life. 


“The record of the Reliance Life in 
the past, therefore, speaks for itself. 
For a company to consistently climb 


above company among the leading or 
ganizations in the world is commenda- 
tion itself. With the history of the past 
shining as a glorious monument to the 
officers and agents of this company, do 
not forget that the golden years are yet 
before you when, with the Reliance, 
known throughout the land as a com 
pany with an unparalleled record and 
capable of securing, and worthy of the 
confidence of prospects, you have an un 
limited field of operation before you and 
a glorious future. May you agents con 








L. L. and Mrs. Wilsen 


passed in the future of the company, for, 
within four years, in 1921, this amount 
was more than doubled, and on Decem- 
ber 3l'of that year there was $218,266,- 
000 of insurance on the books and at the 
end of 1925 another milestone of ad- 
vancement was passed and there is no 
one here unfamiliar with the figures, 
$322,818,000, the amount of insurance 
outstanding at the end of last year. So 
rapidly has the growth of the company 


gone forward that I am informed by 
Vice-President Scott that the insurance 
in force at the end of the first six 


months of 1926 amounts to the magnifi- 
cent sum of not less than $342,317,000. 


Rank of the Reliance 


“With every company exercising its 
strongest efforts for a higher rating in 
the Jadder of progress, it is indeed an 


F. J. and Mrs. Trammell 


D. Z. and Mrs. 
Lowry 


Mrs. H.H. C. A. 
Hutton 


tinue to justly reap where you have sown 
and may your growth be limited only 
by your renewed application to your in- 
dividual duties and opportunities, and by 
the unceasing industry which [ know all 
of you will continue to exercise in be 
half of the development of the 
pany you so proudly represent. 


corm 


“In closing, let me say that those who 
builded from the start chose a worthy 
name for your beloved institution—the 
Reliance Life. The condition of being 
reliant radiates in many ways in build- 
ing and fostering a reliable insurance 
company. The insured places unlimited 
confidence in the board of directors 
which has been chosen to direct the 
affairs of your company, and rightfully 
so, for they are numbered among the 
leading citizens of Pittsburgh. The dis- 


and Mrs. Lester 


G. V. Cleary Star 
At Second Session 


ANGUS ALLMOND IS CHAIRMAN 


“Jimmy” Layton Presents Prizes to the 
Winners of the Jubilee Conven- 
tion Contests 





\t the second business session of the 
convention, Angus Allmond, superinten- 
dent of agencies of the Western Divi- 
sion, was in the chair. Superintendent 
Allmond labored under great difficulties 
as he had accumulated a rather severe 
throat affliction since arriving in the 
Pittsburgh district. He “hoarsed” his 
way through, however, and after a few 
preliminary remarks introduced one of 
the most loved of the Reliance Life fam- 
ily, C. H. Thompson, head of the Thomp- 
son Agency of Mississippi, headquar- 
ters at Jackson. 

Thompson told of his nineteen years 
with the Reliance. He had become as- 
sociated with the company early in its 
career and now has one of the largest 
of its agencies, or rather departments. 
He had taken the Reliance on represen- 
tations made to him and after these 
nineteen years of association with it 
found it ever so much more attractive 
than pictured. His department success 
vives proof. 

The next speaker, V. J. Adams, super- 








tinguished board places reliance in the 
officers, headed by President Reed and 
Vice-President Scott, and the depend- 
ence, confidence and trust imposed in 
your fieldmen by the officers have 
proved that reliance in the effectiveness 
of your work in the field, has not been 
counted upon in vain. 

“The public has found a company 
which not only actively solicits life in- 
surance and is extending its operations 
rapidly, but which pays its losses honor- 
ably, liberally and promptly and_ thus 


has developed, owing to your acknowl- 
edged practices of good faith, a spirit 
of public reliance in the reputation of 
your institution.” 








J.F.cnd Mrs. Mendonsa 


HOME BEAUTIFUL EXPOSITION 
Will Be Held in ‘aot City in Fall; 


Insurance Men to Participate; 
See Big Business 

Elaborate plans and = arrangements 
have been made for the “Home Beauti- 
ful Exposition,” which will be conducted 
by the Jersey City Chamber of Com- 
merce and which is sponsored by in- 
surance men, at the Fourth Regiment 
Armory during the week of October 16 
to 23. 

In the center of the armory a model 
home will be erected. The balance of 
the armory will be filled with exhibits. 

Insurance brokers and agents are very 
enthusiastic over the coming exposition, 
for they say it will give them a number 
of valuable prospects for fire, mortgage, 
income and increased life business. 
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visor in charge of the Ohio Department 


of the company, told of “The Oppor- 
tunities of a Reliance Salesman.” He 
stressed agency-company contracts and 


company-policyholder contracts, pointing 
out what he styled an ideal combination 
for all concerned. 

IF, W. Maule, song leader and banjo- 
ist, hailing from ’way off in San An- 
tonio, Texas, gave the reasons on “Why 
I Came to the Reliance Life After Years 
of I-xperience With One of the Old 
Companies.” Maule related how the 
service facilities of the home office of 
the Reliance Life were proving a bul 
wark in the development of the terri- 
tory under his immediate supervision in 
Texas. 

Assistant Medical 
presented a message from that depart- 
ment of the company contemplated to 
clear up some of the causes for delay 
in the acceptance of business. 


Director Hobson 


The Human Interest Appeal 

A very interesting and valuable talk 
at this session was that of G. V. Cleary, 
of the Chicago (Ill.) department, on the 
subject of “Service to Policyholders.” 
Cleary is a great believer in the human 
interest appeal in selling life insurance. 
Aside from the necessary appeal to the 
sense of the proposition, he believes in 
getting down into the heart of the pros 
pect and there shooting off the big pro 
jectiles destined to accomplish the sell 
ing of life insurance protection. He 
believes in thoughtful and unique meth- 
ods of remembering birthdays, weddings, 
births—in fact, anything which stands 
out in the life of the prospect. The 
more unconventional the thoughtfulness 
the better. 

Because of the nearness of the sub- 
ject to his heart Cleary—more than six 
feet tall—was full of emotion as he 
talked, and many were the sniffles in the 
room as he expounded his homely sell- 
ing philosophy. 

“The Young Man in Life Insurance 
Salesmanship” was the subject assigned 
to Wilson Slick, general agent of the 

Cambria Department, headquarters at 
Hp wocivetl Pa. Without in any man- 
ner detracting from the ability of the 
elder life insurance salesmen, this Slick 
Seller of Life Insurance pointed out the 
place in the development of the busi- 
ness occupied by the young and ambi- 
tious agent in modern selling. In fact, 
his talk was most complimentary to the 
older generation of salesmen as_ they 
marked the way and provided example 
for the young and vigorous knights of 
the rate book to set his or her course. 

Prize Winners 

Vice-President Scott announced that 
there had been some contests in the 
field during the qualification period for 
the Jubilee Convention, to the winners 
of which contests certain prizes were to 
be awarded at this convention. He called 
on “Jimmy” Layton of the agency ac- 
counting department at the home office 
to make the presentations. They were 
as follows: 

G. V. Cleary, president, $500,000 Club; Wil- 
son Slick, first vice president, $500,000 Club; 
F. M. Walsh, second vice president, $500,000 
Club; S. T. Lowry, third vice president, $500,- 
000 Club; F. J. Niver, president, $250,000 Club; 
John T. Cooper, first vice president, $250,000 
Club; J. E, Odum, second vice president, $250,- 
000 Club; C. P. Unverferth, third vice presi 
dent, $250,000 Club; John H. Rose, president, 
$100,000 Club; William Cunningham, first vice 
president, $100,000 Club; H. C. Cozza, second 
vice president, $100,000 Club; B. J. Ruich, 
third vice president, $100,000 Club. 

Appearing Greatest Number of Times on 
Who's Who 62 Weeks Straight—William Cun 


ningham, J. H. Rose, E. L. Jones, N. L. Garner, 
. Kirby 

Paid for = Percentage of Business 
Written—F. J. Niv T. A. Dickson, W. H. 


Cammack, W. J. Mel. aughlin, A. C. Burns. 

Largest Percentage of A. & H. in Proportion 
to Life . Mendonsa, H. C. Cozza, B. J. 
Raich, Russell Shelk, Capt. Rudolph Smale. 

Appe aring Greatest Number of Times on C om- 
pany’s Who’s Who on Written Business—G. 
Cleary, J, C. Federer, 

Appe aring Greatest Number of Times on C om- 
pany’s Who’s Who on Paid Business—J. 
Odum, M. D. Lewis, Ray Tindal, R. A. Hillard. 


Schellentrager, Rose 
and Gregory Speak 
-LAMAR, BURNETT, LEWIS, TOO 


, fo Wilhoite, Superintendent of 
Agencies Eastern Division, Chair- 
man Third Business Session 


In the matter of the master of cere- 
monies at the third business session of 
the Reliance Life Jubilee 
there was a switch from the 


the Fast. W. L. Wilhoite, 


dent of agencies for the 


Convention 
West to 
superinten- 
astern Divi- 
chair. Mr. Wilhoite 
rapid rise in the service of 
his company and is held in very high 
favor by both the home office and the 
men of the field over 


sion, was in the 
has had a 


whom he has 
supervision. 

The first speaker introduced by Chair- 
man Wilhoite was J. H. Rose, general 
Rose talked on the subject, “Life 
Insurance vs. School Teaching.” He had 
previously been occupied in educational 
work. He gave a humorous and inter- 
esting talk on the advantages of life in 
surance selling as against school teach- 
ing. Financially speaking, he said there 
was no comparison. Rose is a fluent 
speaker, a fine wit, and his remarks 
made plain’ the adv: intage accruing 
through the training he received prior to 
taking up life insurance selling. 

“My Experience as a Home Office 
Supervisor” was the subject of a short 
talk by H. T. Burnett, supervisor of the 
Western Pennsylvania Department of 
the Reliance Life. Burnett was with the 
Alabama department of the company and 
his record was such as to cause his be- 
ing brought to the Home Office three 
years ago. Under his supervision the 
Western Pennsylvania Department has 
more than doubled in three years the 
high record of previous years. 


agent. 


Former Ranchman and Oil Operator 

A former ranchman and oil operator, 
M. D. Lewis, explained to the conven- 
tion “Why IT Am Selling Life Insur- 
ance.” Lewis in a short period has ad- 
vanced to the position of one of the 
most representative of life’ insurance 
men. 

G. G. Lamar, supervisor in charge of 
the Florida Department of the Reliance 
Life, discussed the art of “Closing.” 
Lamar was only twenty-four years old 
when selected for his present position. 
He has given a good account of himself 
in the Florida field. 

No convention of Reliance Life folk 
could be accepted as complete at this 
time without hearing from FE. J. Schel- 
lentrager, special executive representa- 
tive of the company, connected with the 
Western Pennsylvania Department. 
Schellentrager is the “one big bet” of 
Reliance Life salesmen. He was next 








W.S. and Mrs. Gruger 


Enjoyable Dinner 
Dance Is Held 


IS TOASTMASTER 
Baseball, Motor Trip, Theatre Party, 
Among Entertainment Provided 
For Reliance Family 


H. G, SCoTr 


Aside from the boat ride on Tuesday 
afternoon and evening there were sev- 
eral other entertainment features on the 
bill of fare of the Reliance Life 
Convention, 


Jubilee 
In order they were as fol- 
lows: 
Baseball Game 

Wednesday afternoon the members of 
the party were taken to Forbes Field to 
witness a baseball game between the 
Pittsburgh Pirates and the Philadelphia 
Phillies. There was no little chagrin 
felt when the “Pirates” were beaten out 
by the “Phillies” from the other end of 
the state. 

Wednesday Evening Dinner Dance 


_ On Wednesday evening there was held 
in the grand ball room of the William 


Penn Hotel a dinner dance. It was a 
splendid success. Following dinner there 
were a number of short, informal 


speeches. H. G. Scott, vice-president of 
the Reliance, was toastmaster. After 
stating that the Reliance was especially 
honored by his attendance at the dinner 
he introduced Col. Charles Dobbs, editor 
of “The Insurance Field,” Louisville, Ky. 








introduced and talked 
“Life Insurance Vision.” 

Closing the third business session, 
“Perfect Protecting” had its inning, 
with L. P. Gregory, assistant secretary 
of the Reliance Life, in charge of its 
accident and health department, at the 
bat. Gregory, always able, was never 
better than on this occasion. The Re- 
liance “Perfect Protection Policy,” the 
“Big Bertha” of Reliance salesmen and 
women, has a champion par excellence 
in the person of this enthusiastic offi- 
cial. 


informally on 


W. W. and Mrs. Britt 





T. E. and Mrs. Hand 


Col. Dobbs came unprepared to speak 

BUT—he opened up a bottle of “spark- 
ling burgundy bourbon” with and ora- 
tory seldom excelled or equalled at a 
dinner. ‘The Colonel was  irrepressibly 
brilliant. He was an added _ starter— 
that is very well understood language 
when applied to anyone or anything 
hailing from the famous American Der- 
by state, where the classic event of the 
turf is run—got away to a flying start, 
made the rail and held it the entire 
length of the course, and breezed under 
the wire a winner by a neck and a half. 

He eulogized the Reliance, felicitated 
the officers, delighted the ladies with 
gracious compliments and made a hit 
with the men folk of the party through 
recognizing that “brevity is the soul of 
wit.” Later in the evening the Colonel 
demonstrated that he is an artist at 
things terpsichorean. 


L. P. Gregory, assistant secretary in 
charge of the accident and health de- 
partment of the Reliance, was the next 
speaker. He acquitted himself in ac- 
ceptable manner. 

Another real treat in the after dinner 
speaking was that offered by A. G. Gai- 
ney, of the Thompson agency of the 
Reliance Life in Mississippi. 3efore 
joining the Reliance Life family Mr. 
Gainey was executive secretary of the 
State Board of Education in Mississippi. 
He related a number of incidents which 
befell him in the course of his duties 
which set the diners in convulsions. 

The last speaker on this occasion was 
Dr. Andrew Johnson, special educational 
representative of the Reliance, connect- 
ed with the Eastern Pennsylvania De- 
partment, and a former Chautauqua 
speaker. Dr. Johnson when in fettle is 
one of the best after dinner speakers to 
be had for an affair of this kind. Un- 
fortunately, he was under the weather 
on this occasion and did not get over as 
is his wont. : 

At the conclusion of the speaking, 
dancing was the order of the evening 
until after midnight. It was a real hap- 
py party, the appointments of which 
could not be improved. 

Motor Trip on Thursday Afternoon 

Leaving the William Penn Hotel on 


(Continued on Page 9) 
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Reliance Life 





Convention Finale 
Brilliant Banquet 


PRESIDENT REED A SPEAKER 





c. M. Cartwright, “National Under- 
writer,’ and Arthur L. J. Smith, 
“Spectator,” Make Addresses 





The finale of the Jubilee Convention 
of the Reliance Life on Friday evening 
of last week was one of the most bril- 
lant affairs ever held by a life insurance 
company. It was in the nature of a 
banquet and reception and was held in 
the grand ball room of the William Penn 
Hotel. HH. G. Scott, the popular and 
really hard working vice-president of the 
Reliance Life, was toastmaster. With a 
genius that is recognized by all who 
know him, the toastmaster wasted few 
words in introducing the several speak- 
ers, including Hon. James Hay Reed, 
president of the Reliance Life; C. M. 
Cartwright, managing editor, “The Na- 
tional Underwriter”; Edwin W. Smith, 
prominent Pittsburgh lawyer and also a 
director of the Reliance Life; Arthur L. 
J. Smith, president of the Spectator Co. 
of New York and publisher of “The 
Spectator”; James Francis Burke, prom- 
inent Pittsburgh attorney, and E. G. Mc- 
Cormack, general manager of the Reli- 
ance Life. 

Nearly 500 Present 

There were nearly five hundred mem- 
bers of the Reliance Life family, to- 
gether with their wives, and guests of 
the company attending the affair. The 
happy countenances of the diners bore 
testimony of the finest kind that the 
Jubilee Convention celebrating the twen- 
ty-third anniversary of the Reliance Life 
had been enjoyed by all, and that this 
final chapter in the good things meted 
out to them was awaited with no little 
interest. 7 wee 

After briefly outlining the origination 


of the Reliance Life, Vice-President 
Scott introduced the man who was 


chosen to become its head, and is still 
its head, after twenty-three years of cor- 
porate activity—James Hay Reed, presi- 
dent of the company. 

Pleading that he was just a figure- 
head, Judge Reed soon disclaimed any 
responsibility for the success of the Re- 
liance Life, and set the reason therefor 
squarely on the shoulders of Herman G. 
Scott, vice-president, and E..G. McCor- 
mack, general manager. Judge Reed told 
of the launching of the Reliance, recall- 
ing some of the obstacles which had to 
be overcome in the early days. He told 
of the hopes of those responsible for 
bringing the company into being and as- 
sured his hearers that the fondest 
dreams have been realized—and more, 
and that he expected to see the asset 
account of the Reliance Life pass the 
$100,000,000 mark and the business in 
force account read more than $500,000,- 

in a very short number of years. 

Judge Reed set it down as a far cry 
from the meeting which was held in 
Pittsburgh in 1913, when the Reliance 
lle was ten years old, and there were 
ut twenty-five in attendance, to the 
sight before his eyes, thirteen years 
later, with nearly five hundred folks con- 
hected with the Reliance family, and 
Some of the company’s other good 
friends present. 


Director E. W. Smith Talks 
Edwin W. Smith, one of the directors 
of the Reliance Life, speaking for the 
directors, was the next speaker. After 
talking a few minutes in a lighter vein, 
Director Smith assured the assembled 


agents that the directors of the Reliance 


te had a very keen appreciation of the 


responsibility resting on their shoulders 
and how every energy was being ex- 
tended to meet that responsibility. He 
pledged to the field men and those in 
their charge the continuance of serious 
application of the directorates power to 
keep the good ship Reliance free from 
any hindering barnacles, while on the 
other hand he pledged the faithful at- 
tachment of every appliance to further 
the company’s usefulness and thereby 
make more attractive their connection 
with it as agents. 

; Cartwright, of “The National 
Underwriter,” the next speaker, carried 
on in a humorous fashion to the keen 
delight of the audience. Turning to 
things more scrious, he let it be known 
that in his observation of the insurance 
business he likened the various com- 
panies to individuals, or as possessing 
individual characteristics. In his study 
of the Reliance Life, and_ particularly 
since sitting through the sessions of this 
Jubilee Convention, he had come to look 
upon the Reliance Life as the “friendly 
company.” He has been attracted by 
the very friendly feeling existing be- 
tween the home office and the field men 
and the fine spirit of amity between the 
members of the agency family. 

The very complimentary address of 
Arthur L. J. Smith, publisher of “The 
Spectator,” will be found in another 
column of this paper. Mr. Smith fol- 
lowed Mr. Cartwright on the program. 

There followed on the list of speakers 
the famed and brilliant Pittsburgh attor- 
ney, James Francis Burke, and the capa- 
ble and much loved general manager of 
the Reliance Life, E. G. McCormack. 

President Reed and Vice-President 
Scott were the recipients of a surprise 
at the banquet ceremonies when they 
were presented with oil paintings, the 
gifts of the field force of the Reliance. 


Dinner Dance Held 
(Continued from Page 8) 
Thursday afternoon at 2 o’clock, the 
Jubilee Conventioners were placed in 
motor buses and were taken on a tour 
through interesting points and beauty 
spots of Pittsburgh’s commercial, indus- 
trial, residential and suburban districts. 
The trip took more than three hours. 
The buses returned to the hotel 

five o'clock. 


after 


Evening Theatre Party 


Thursday evening at eight o’clock the 
convention went to a theatre party at 
the Davis Theatre, where they saw 
vaudeville and pictures. 


Home Office Inspection 
Friday afternoon there was an official 
inspection of the home office of the 
Reliance Life, when the following de- 
partments were visited : 


Department In Charge 


PUI. inctaceducncaenge da C, A. Richardson 
Wine DHCMUEER cccdccesavccesnecsees H. G, Scott 
PUPEHASNE. «oc cccccvegivccccess F. H. Sommer 
PRO vcxecatecvesececencewbeeses Laura Niebaum 
INE rc k.k civic cteennuewne R. N. Barrett 
Bookkeeping. ....cccccccsccccces H. E. Dapper 
Cashier .....ccccccccseccccesscceede D, West 
Renewal Collection..........+- Henry Kemmler 
Extension Nete..ccccccscccces 3. ansmann 
PONY LOO cise cccccecccéscucds Ge Breeeee 
General Manager.....ceeees: Ek. G. McCormack 
FROMMRIG 6 ck cc crise ctecnecenae W. L. Snodgrass 
SS er eee O. M. Eakins, M.D. 
POG. coc cercvicsecnecteadsaes T. J. McKenna 
ADOMCANOR s 6.6 6. cccccccnesiscececcus N. R. Tite 
Electric Typewriter Division....... Wm. Plough 
Agency Accounts.....cccccseccecs J. H. Layton 
Accident and Health............ L. P. Gregory 
De ee ree eer ee R. C. Braun 
| re rer rer. N. Jamison. 


Western Pennsylvania Agency...H. T. Burnett 
Printing 1 
Addressograph Department........ Louise Angst 
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13% of Liabilities 


25% increase 


to men of the right calibre. 








Analyzing Success 


A CROSS section of the 66th Annual Statement which 
shows, by growth, safety and low net cost, why the 
Guardian ranks as one of the strongest of the strong com- 


NEW BUSINESS, ABOUT 50% 
ielieesbenlinned $ 66,857,528.00 


INSURANCE IN FORCE, 
BT TI visincccccasinienes 
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SURPLUS & DIVIDEND FUND, 


1926 DIVIDENDS SET ASIDE, 


The Guardian is growing more rapidly than most old line 
companies, and in a way that offers unusual opportunities 
For information, write 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


290,912,305.00 
51,866,771.92 
45,836,814.05 


6,029,957.87 


1,983,000.00 




















PRESENTS TO 50 YEAR MEN 





United States Life Honors Veterans; 
Gifts to Fred S. Reed and 
To William M. Terry 

At the last staff meeting of the United 
States Life, Fred S. Reed, head of the 
mortgage investment department, who 
has just completed his 50th year of con- 
tinuous service with the company, was 
presented with $50 in gold and a gold 
watch, chain and pendant from the offi- 
cers and members of the staff. 

Dr. John P. Munn, chairman of the 
board, who has been connected with the 
company nearly fifty years, made the 
presentation speech of the money, and 
Leslie H. Smith, head of the policy loan 
division, presented the watch and chain. 

A gift in gold was also sent to William 
M. ‘Lerry, who was on the payroll of 
the company for 50 years, but retired 
on a pension three years ago. Along 
with the ‘gift was sent a set of resolu- 
tions, wishing him comfort and happiness 
in his retirement. 

PRUDENTIAL LOANS 

Continuing its policy of making mort- 
gage loans on sound real estate security, 
The Prudential during the month of 
June loaned a total of $20,802,767.50. Of 
this amount $14,807,642.50 was on dwell- 
ings and apartment houses in the United 
States and Canada, and the remainder 
being advanced on city property other 
than residences and on farms. An indi- 
cation of The Prudential’s sincerity in 
the effort to make it possible for the 
individual of moderate income to own 
his own home is found in the fact that 
during the first six months of 1926 mort- 
gage loans for such purposes have ex- 
ceeded those made during a similar pe- 
riod of 1925 by more than $20,000,000. 
Irom January 1, of this year, to June 
30 loans were made on 11,241 dwellings 
and 659 apartments to the total of $65,- 
847,400. The total for the first six 
months of 1925 was $45,788,650, on 8,018 
dwellings and 413 apartments. 


APPOINT TWO WOMEN 

The growing importance of women in 
the field of life underwriting has been 
formally acknowledged by the appoint- 
ment of two women to the International 
Convention committee—Mrs. Laura B. 
Patrick of the New York Life and Mrs. 
R. L. Dermody of the Mass. Mutual. 
Both are leading producers of their re- 
spective companies. A third woman wno 
will play an important part at the In- 
ternational Convention on September 15, 
16 and 17, is Mrs. Sara Miller of the 
Fidelity Mutual, president of the Atlan- 
tic City Life Underwriters’ Association. 





GROWTH OF A $1,000 APPLICATION 

John Barson, of the Hollander Agency 
for the Equitable Life in New York, se- 
cured a $1,000 application during the re- 
cent President Day Campaign for new 
business, but it appears that the examina- 
tion was not completed at that time. 
Under the examination which was sub- 
sequently made the application was in- 
creased to $25,000 and the policy has 
since been delivered. 

AGENCY INCORPORATES 

Marvin T. Breyhill, who has been 
operatmg a local agency at Hopewell, 
Va., since 1920 under his own name, has 
incorporated under the name of M. T. 
Preyhill Co. with maximum authorized 
capital of $50,000. Incorporators are: 
M. T. Breyhill, president; Agnes T. De- 
Jarnette, secretary; and S. P. Anthony, 
all of Hopewell. The agency handles 
general lines. 


William S. Ashbrook of the Provident 
Mutual was one of the well-known com- 
pany publication heads who attended the 
recent insurance ad conference in Phila- 
delphia. 
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Traditions are more flexible and more powerful than Laws. 

LAWS (even Constitutions) can be changed. Traditions may not be. 

Traditions are opinions, doctrines, practices, rites and customs transmitted from genera- 
|| tion to generation by oral processes without written memorials. The Jews believe that God 
delivered to Moses on Mount Sinai two sets of Laws; one recorded—the Ten Command- 
i ments, the other handed down from father to son and miraculously kept uncorrupted to the 
present day. The great Roman Church holds to a similar belief—a body of traditions as truly 
divine and therefore as truly authoritative as the Scriptures themselves. 

The same is true of the Moslem Church. 

Institutions have traditions if they have survived the acid test of time. 

NYLIC has traditions—aims, practices, customs, ambitions, almost rites, not written in 
our Charter or By-Laws, nor in the controlling Statutes of any of the States where we do 
business. They have sprung from eighty-one years of service under the leadership of idealists. 

SAFETY IS ONE TRADITION 


Not the technical safety demanded by law but the safety that is the product of everlasting 
vigilance. 
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JUSTICE IS ANOTHER TRADITION 
Not the cold justice of the letter of the contract but justice that has a human quality, without 
violating trust obligations. 
INTEGRITY IS ANOTHER TRADITION 
From James de Peyster Ogden and his Board of Directors in 1845 to the Board of 1926 there 
is no shadow of dishonesty on the record of any Officer or Director in his relations with the 
policy-holders. 
ACHIEVEMENT IS ANOTHER TRADITION 

NYLIC believes that all men and women (except a negligible few) should be insured. 

This implies ENTHUSIASTIC WORK—another tradition and a powerful one. 


SERVICE IS ANOTHER TRADITION Pe 
That's what Life Insurance is. Life Insurance is not a commodity; it doesn’t make money; tr 
it saves money; it uses the money of its members for the protection of beneficiaries and to te 
safeguard old age. It is really the best sort of an investment, not because it makes money wl 
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but because it conserves and guards and keeps its members’ money. Individuals as a rule 
can’t invest safely. In groups of millions through Life Insurance they have become the great- 
est and soundest of all investors. 
LIFE AND ENDOWMENT INSURANCE, THE GREATEST 
of ALL OUR TRADITIONS? 
Conditions of living change, but life doesn’t change. This tradition says 


“No short-cuts; no bunk; no cheap devices which try to beat tables of mortality and forget the weak- 
nesses Of old age.” 


These traditions are not written in our Charter nor set forth in any Statutes; yet they 
bind. 

The conclusion of the whole matter is that only great institutions can have traditions; 
and conversely, every institution having traditions is likely to be great. 

Working for NYLIC, men and women become a part of a great moral and sociological 
plan. They begin somewhere. They aim at something. They conserve the products of 
human labor and make realities out of dreams, the dreams of human affection. 

All NYLIC men and women will finally become a part of the NYLIC TRADITION 
which is already a power like unto Kant’s Categories, as glorious to some of us morally as the 
STARRY heavens. 


If that sounds a bit “high-brow” see our nearest Agency Director and he will make it 
clearer. 
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SO ORDER YOUR LIFE and YOUR LIFE WORK THAT BOTH 
SHALL BECOME A PART OF A GREAT TRADITION. 


NEW YORK LIFE INSURANCE COMPANY, 
New York, June 1, 1926. DARWIN P. KINGSLEY, President. 
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American Actuaries 
Compared With British 


HAVE MORE POWER OVER HERE 





Interested in Development of Production 
End of the Business as Well as 
In Scientific Side 
Upon his return to England from this 
country President Besant of the British 
Institute of Actuaries told how the Am- 
erican and Canadian actuaries associate 
themselves with the commercial or sales 
side of the business. A comment he 
made was this: “The actuary inthe 
United States and Canada not only deals 
with the more professional side of the 
work, Which the actuary on this side ot 
the water is mainly concerned with, but 
he seems to occupy a more nnportant po- 
sition in the business aspect and devel- 
opment of the work.” : 
This has created lots of commert in 
Great Britain. In discussing the. situa- 
tion, “The Review,” a London paper, said 

in part: 

“The fact is that Mr. Besant with the 
instinct of the analyst has put his finger 
on the root cause of many of those dif- 
ferences between British and American 
life insurance which go to the making ot 
what the new president of the Institute 
of Actuaries—Sir Joseph Burn—has 
spoken of as the life insurance ‘atmos- 
phere’ in America. ‘The wide interest of 
the actuary and his grasp of agency 
affairs has enabled him to approach his 
task in sympathetic comprehension, not 
only of the difficulties of the agent, but 
also of the public needs; and the ulti- 
mate and essential evidence of this is 
the American company’s rate book. 


Standardization 


“Rightly or wrongly, in America they 
have gone all out for standardization, 
guided by their knowledge of the human 
element in life insurance they have pro- 
vided standard tables of so wide a range 
that by means of a proper combination 
of them the needs of almost any indi- 
vidual may be met with reasonable ex- 
actness. ‘he aim is to cater for the av- 
erage and to discourage individual eccen- 
tricities, and the rate book is eloquent 
testimony of the thoroughness with 
which this has been done. Only the 
comparison of the comprehensive nature 
of its contents with the information con- 
tained within the covers of the prospec- 
tus of a British life office, can bring out 
the truth of this statement in its full 
significance. 

“Much can be said no doubt for the 
attitude of the British companies in fur- 
nishing in their prospectuses fundamen- 
tal information of the more usual classes 
of policy and giving the needs of the in- 
dividual special attention. But this line 
of conduct is based on the assumption 
that the individual—or the agent acting 
on his behalf—is capable on the average 
of appreciating all that life insurance can 
do for him; and it may well be doubted 
whether this assumption is at all well 
founded, and whether the line followed 
by the British offices has not therefore 
defeated its object and resulted in too 
great attention being paid to the sale 
of standard tables of insurance of some- 
what limited range to the negelet of the 
real needs of the individual, with conse- 
quent stagnation, or worse still misdi- 
rection, of the education of the people. 
“In America the specialized knowledge 
ot the actuary disseminated as the result 
of his close contact with those responsi- 
ble for agency development and direc- 
tion, has percolated down through all the 
ramifications of ‘outside’ organization. It 
































Connecticut General News 
Hartford, Conn. 





The Connecticut General Life Insur- 


ance Company of Hartford, Con- 


necticut, having outgrown its old 


quarters, has moved into the new 


building it has been constructing for 


the last two years on Bushnell Park 


at 55 Elm Street, corner of Hudson 


Street. 











is reflected in the education of the agent, 
and finds final expression in what is 
spoken of as ‘program insurance,’ which 
we have more than once referred to as 
‘surveying life insurance,’ and which, 
abandoning any attempt at descriptive 
nomenclature, may be described as as- 
certaining from particulars of the family 
and business circumstances of the indi- 
vidual the various ways in which life 
insurance may be made to meet his es- 
sential needs and designing for him a 
combination of policies which will effec- 
tually provide for them. It may be that 
the programme will be quite beyond the 
scope of the money immediately available 
for the payment of premiums, in which 
case the most essential cover is taken 
first and the policyholder is left with a 
definite insurance objective at which to 
aim as further sums become available for 
premium payments. 

“A permanent relationship is thus es- 
tablished between the agent and the pol- 
icyholder; a recognition that the agent is 
a specialist in his line of business and 
that he has the interest of his client at 
heart: and this, more, we imagine, then 
any other factor, goes to the making of 
that life insurance atmosphere which, 
stimulating the public appetite for pro- 
tection, has resulted in such universal 
acceptance of life insurance as a primary 
necessity in the United States and Can- 
ada. 

“As an instance of this power of the 
actuary, Mr. Besant spoke of the change 
that had taken place in Canada during 
the last thirty years in the relative popu- 
larity of whole of life and endowment 


insurance. ‘Whereas,’ he said, ‘some thir- 
ty years ago the bulk of the policies in 
Canada were on the endowment plan 
either 20-year endowments or 2U-year 
policies limited payments (sic), the actu- 
aries in consultation together came to 
the conclusion that it was far better for 
the public to go back to the old-fashioned 
whole life policy, and as a result last year 
in the case of one of the leading compa 
nies in Canada no less than 80% of the 
new business was completed on the basis 
of whole life policies with premiums for 
the whole of life.’ 

“In how far the credit for this result 
is given too exclusively to the actuary 
at the expense of the agents, who with 
their associated organization must now 
exercise a tremendous influence in such 
matters is perhaps open to question; but 
ultimately the credit must come back 
to the actuary if only indirectly, in the 
manner we have described above.” 


TEXAS POLICIES 


At least 168 Texans are insured for 
$100,000 or more according to the Texas 
“Index,” just compiled and published by 
W. A. Callaway, editor of Southland 
Life publications. Dallas tops the list 
with 50 and Houston is second with 36. 

Callaway’s list indicates that the 168 
are insured for a total of 5,207,625, 
Clarence E. Linz, vice-president and 
treasurer of The Southland Life, leading 
the list with $1,336,000 insurance on his 
life. J. H. Jones of Houston comes 
second with $1,025,000, and John H. Kirby 
of Houston, third, with $955,000. 


New Ruling Affects 
Proceeds of Policy 


BASED ON 20 YEAR LIFE POLICY 





Internal Revenue Solicitor Holds No 
Tax Imposed Unless Cost Divi- 
dend Exceeds Premiums Paid 





_An important income tax ruling af- 
fecting the taxability of the proceeds of 
a life insurance policy has just been 
released by the solicitor of internal rev- 
enue, according to M. L. Seidman, tax 
expert of Seidman & Seidman, certified 
public accountants. 

In this ruling it is held that where 
the holder of a twenty-year life policy 
had the option on the maturity of the 
policy, to take a cash dividend and con- 
tinue the policy as paid up, participating 
insurance payable at death, or to sur- 
render the policy for a guaranteed re- 
serve and the cash dividend, and the 
holder selects the first settlement, no 
income tax need be paid unless the divi- 
dend exceeds the premiums previously 
paid. 

The Government contended that the 
value of the paid-up policy be consid- 
cred as part of the proceeds in deter- 
mining how much was taxable. The 
Government’s theory was that the value 
of the paid-up policy was equivalent to 
the guaranteed reserve that the policy 
holder would have received if the second 
method of settlement was selected, and 
that by selecting the first, the policy 
holder constructively received, in addi- 
tion to the cash dividend, the amount of 
the guaranteed reserve. 

The solicitor, however, held that the 
constructive receipt theory was not ap- 
plicable and that no tax could be im- 
posed unless the cash dividend exceed- 
ed the premiums paid. 


APPROVE MERGER 

The merger of the Cleveland Life In- 
surance Company with the Sun Life As- 
surance Company of Canada was unan- 
imously approved last week at Columbus 
by the special commission, consisting of 
Harry L. Conn, Insurance Commissioner ; 
Attorney General C. C. Crabbe and Gov- 
ernor A, V. Donahey. 

The formal entry has been made by 
the commission and the Sun Life cer- 
tificates of guaranty will be issued imme- 
diately to all Cleveland Life policyhold- 
ers. 

The commencement date of the Sun 
Life assumption of Cleveland Life risks 
was fixed as of July 1. 


INTERESTING MEETING 

Members of the Buffalo Life Under- 
writers agreed that their meeting of June 
24 in the Hotel Statler was one of the 
most intensely interesting and helpful 
they had ever had. The faculty of the 
University of Buffalo summer classes in 
life insurance, including Dr. Griffin M. 
Lovelace, director of the school; Ralph 
G. Engelsman, assistant to Dr. Lovelace; 
Frank M. See, who covers interview 
practice in the school, and Vincent B. 
Coffins, teacher of principles and policies, 
were the speakers. 





BIG MONTH FOR STEVENS 

More than three hundred members of 
the agency organization of the Illinois 
Life sent in special birthday greetings 
with applications for insurance totalling 
$1,253,500, celebrating the birthday of 
James W. Stevens, founder and chair- 
man of the board of directors of that 
company on May 27. 
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WHAT OF THE FUTURE? 


The Equitable Life Assurance Society has openings for agents all over the United 


States—not for those who are representing other Companies, but young men who 


have had some business experience but who may know nothing as yet about life in- ; 
surance. \ 


a 





The Equitable is ready to negotiate with such men because they have nothing i 
to unlearn about life insurance; and in order that their training from the very start 
may be in accordance with Equitable ideals. . 


And the Equitable gives those who are commissioned to represent it in the field 
a training that enables them to render good service to the public, and at the same time i 


Sn eS FAs RS OE, 


earn liberal incomes for themselves. ¢ 


The successful man must be a master of his trade, and the Equitable makes pro- 
fessional life underwriters of those who are willing to learn. 


Its Managers at central points are charged with the duty of guiding and instruct- . 2 
ing them; each one is given the privilege of studying a Correspondence Course which 5 
is regarded as more complete and effective than any course heretofore promulgated; h 
expert teachers are constantly traveling over the United States gathering the agents V 
together at central points for intensive training. ( 


There is an Equitable Policy for every insurance need, and the Society supplies | 
its agents with all useful tools for their work, sending them attractive illustrated ; 
booklets, canvassing documents of various kinds, and striking advertising forms. 


The name Equitable is a household word in every community. Life insurance 
is a necessity and the demand for it is constant. With such a company back of them, 
young men of integrity, intelligence, and industry can be sure of a prosperous 
career. 


SS OS A SERN HANES aS Seva Sadie: 


Are you in a position that yields support but offers no definite prospect of future 
success and advancement? If so, you will find it worth while to discover what the 


Equitable can offer, and what opportunities can be given to enable you to establish a 
: ‘ : / 
high reputation, and if you are prudent build up a substantial fortune. | 








THE EQUITABLE LIFE ASSURANCE | 
SOCIETY OF THE UNITED STATES | 
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Practical Suggestions to Helpthe Man With the Rate 





Book Increase His Income and General Efficiency 


The New York Life 


How discusses an interest- 
Farmer’s Wife ing sale of a policy 
Was Sold ata farm. The agent 


was unsuccessful in 
selling the policy to the farmer; so he 
went to see the latter’s wife, who was 
a level-headed woman. When he made 
his approach, she was picking chickens 
for the market. His first question was: 

“Mrs. Jones, could you raise and sell 
eighty-six dollars worth of chickens each 
year?” 

"Yes; that conld be done very easily,” 
replied the farmer’s wife. 

“But could you raise enough chickens 
to pay off the $4,000 mortgage on the 
farm, to pay off all of your husband's 
notes, and to raise and educate the three 
children, if anything should happen to 
your husband and you should be left 
alone ?” 

No, Mrs. Jones couldn’t do that. 

“But if you raised $86 worth of chick- 
ens every year,” the agent continued, 
“and put this money into an insurance 
policy, it would never be necessary for 
you to face the other situation. Which 
shall it be?” 

The sale was made. And it was made 
because the salesman applied his sales 
talk specifically to the work the farmer’s 
wife was doing. It put the matter on a 
basis that could be understood. By re- 
ducing the comparative inexpensiveness 
of life insurance into terms of raising 
chickens, which was occupying the wom- 
an’s attention at the moment, and meant 
so much to her, he made her see the im- 
possibility of earning anything like a 
living for herself and her children in that 
manner. 
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Most of our misery 


A Talk and much of our bod- 
About ily distress come 
Fear from fear—from my- 


riad, inexplicable, un- 
substantial abnormalities in the mental- 
ily. These are matters for the spiritual 
adviser, the physician and the metaphy- 
sician, says “Points” of the Mutual Life. 

The common financial fears, however, 
are practical everyday questions. They 
are linked with ideals and loves and am- 
bitions. All these things have an in- 
scrutable interrelation. No man who has 
financial fear for himself or others can 
be happy—anywhere near as happy as 
he could be. No man with such tears 
can be as efficient as he could be. 

From these correlated fears and senti- 
ments of heart and mind came life in- 
surance—very crude in the beginning, 
Improving in centuries until we have in- 
‘urance such as our company has writ 
ten during its existence since the early 
40's, . 

Life 


insurance is an instrument of 


idealism, and it is a great force of eco- 
nomics. It has a further office—clear to 
see, yet not so generally seen. It is the 
“mortal foe” of the three prime financial 
fears and is the annihilator of them. It 
is no device for getting wealthy by the 
turn of the hand or by one rub of a 
magic lamp—although it is protection put 
immediately into being; but it is of incal- 
culable value to the individual, eliminat- 
ing worry and fear and releasing the 
individual’s capability. 

In the life of the average man life in- 
surance is a boon and a blessing—aside 
from the far-reaching effects of his thrift 
upon other men and upon his country. 
Life insurance meets the financial fears 

-as nothing else can—and at the same 
time serves the sentiments and ideals 
that move him to action. 

The “indirect benefits” of life insurance 

ease of mind contributing to present 
happiness and to efficiency so that senti- 
ment and ambition may be met—are as 
important as the “direct benefits”’—the 
outright economic result of thrift, hard 
cash for service. They make a powerful 
appeal. Life insurance is the only finan- 
cial device that can with certainty meet 
the curiously correlated fears and hopes 
and loves in the breast of the average 
man. Skilful sales people know this 
commingling of mental process, and the 
presentation of life insurance is based 
upon it. Financial fear, love and hope 
held to the mind of the average man— 
but never the same in two men—these 
are the things life insurance can serve— 
tearing down the first and destroying 
it and putting firm foundations under 
hope and love. 


e ££ 4 
How often have you 
The Marvellous heard this answer: 
Power of “Oh, yes, Life Insur- 
Interest ance is all right, but 


as an investment it is 
no good. If can make several times as 
much money with my premiums as you 
can.” 

In order to avoid argument, the Bos- 
ton Life Underwriters Association sug- 
gests that it be in this way: “So you 
can—if you live. And you can do much 
better with your fire insurance premiums 

if you know that you are not going to 
have a fire. 

“Now, I want to ask you this question: 
Suppose, for the moment, that my com- 
pany would write your fire insurance, 
backing up its promise to pay—in case 
of a fire—with all its assets and reputa- 
tion for business integrity; suppose, fur- 
ther, that, if, durine the next twentv 
vears, you had no fire, then, at the end 
of that period. my company would re- 
turn to vou all premiums paid—would 
vou allow me to write your fire insur- 
ance? 

“Yet that apparently impossible thing 








Industrial Life Insurance— 


Ordinary Life Policies— 


All forms of Life, Limited 


Geo, T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 
Payment and 
and novel features, with High Values at Low Cost. 
Give Agents Unusual Money-Making Opportunities 
Officers 
E. J. Heppenheimer, President 





Home Office—Jersey City, N. J. 


Endowment, containing attractive 








S. R. Drown, Secretary 
E. ©. Wise, Treasurer 








is just what we do in Life Insurance— 
and you are twelve times as likely to die 
as to have your house burned. 

“Even under an Ordinary Life Policy, 
issued at age 35, by leaving your divi- 
dends with the company on the Addi- 
tion Plan, you can recover from the 
company in about 20 years more money 
than you paid in. The interest on the 
premiums will have been sufficient to 


pay all the cost of insurance, for 20 
years, from 35 to 55, without spending 
a dollar of the principal deposited. And 
this principal we then return to you in- 
tact!” 





Martin J. Meehan is the new assist- 
art manager of the Travelers’ branch at 
Syracuse. He was promoted from field 
assistant in the Detroit office. 








Life “Policy You Can Sell.” 


Concord, New Hampshire 


Your Prospect’s Future 


Is The Same As Your Own 


When you line him up for the policy he wants, and the policy he needs, 
you have made a staunch friend, and contented customers mean repeat 
orders in insurance as well as other lines of business. 
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Accident Benefits $50 per WEEK 


(Non-cancellable) 
Also Disability Income. Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a progres- 
sive agent and we invite you to give serious consideration to the United 


There may be an opportunity in your town. Our Vice President, Eugene 
E. Reed, will tell you all about it. Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


Sell this contract: 


INQUIRE 




















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 


























understand and to construe. 


knowledge of experience. 
Benefits—under new provisions. 


Company. 


Offices. 


the times. 








34 Nassau Street 


The Company writes all standard forms of insurance. 
to men and women. Age limits, 10 to 70, inclusive. 


A Company conservative for entire safety, but forward-looking and 
forward-moving in accord with the new spirit and new demand of 


DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, 
never slow, never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 


America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been distinctive, 
and the notable changes and developments now marking its history in 
meeting the requirements of increasing demand and a quickening 
growth are evolved from almost a century of experience and success. 


Policy contracts completely revised in 1925. New contracts attractive 
in appearance, phrased in every-day language “easy to read,” easy to 
They contain all the old provisions 
justified by experience and all the new warranted by science and by the 

i Improved Disability and Double Indemnity 


Salary Deduction (allotment) Plan of insurance now written by the 


Children’s Insurance now written on standard forms, ages 10 to 15. 
An increased Dividend scale in 1926—the sixth consecutive increase. 
A majority of policy loans granted locally at Managing Agency 


Same terms 


Those who contemplate taking up field work are invited to apply to— 


The Mutual Life Insurance Co. 
of New York 
New York City, New York 
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Ruling on Life Rejection 


(Continued from Page 1) 


of materiality is one to be drawn by the 
jury; and, upon the present record, the 
false statement as to the Mutual Bene- 
fit reflection made in the application 
for the accident policy, belongs in this 
intermediate body. 

“In determining whether the rule as 
to the inherent materiality of a false 
denial of a previous rejection, must be 
the same as between life rejection and 
later accident application, as it is be- 
tween life rejection and life application, 
it ‘nay be important to observe that ac- 
cident policies come and go much more 
than life policies. Relatively, the latter 
are serious contracts and the former 
casual—they are even issued for a day 
or a week. A man who has made a 
small number of life applications has 
ery probably taken out a much greater 
number of accident policies. The prac- 
tical difficulties of applying the rule in 
question to accident rejections are much 
more than as to life rejections. 

Had Been Misinformed 

“The Aetna rejection, we may assume 
witheut deciding, would be material as 
a matter of law for the same reason ap- 
plicable to life insurance. A_ rejection 
for accident insurance seems to be, in 
the field of its effect upon later acci- 
dent insurance, wholly analogous to a 
life insurance rejection as to later life 
insurance. However, upon this record, 
Harrison is entitled to go to the jury 
upon the issue whether there had been 
such a rejection, If his testimony is true 
what the agents said to him was fit to 
induce in him the belief that the Aetna 
applications had never been presented to, 
or passed upon, by the Aetna Company, 
but were, in effect, abandoned in their 
incompleted form, and that the Colum- 
bian applications were to be substituted 
in the final step of procuring the poli- 
cies. Under the Tennessee statute, these 
solicitors were the agents of the Aetna 
Company as well as of the Columbian 
Company, and their representation that 
the Aetna applications were abandoned 
was clearly within the scope of their 
agency as defined by the Tennessee 
statute, whether they be considered as 
agents for soliciting, or agents instructed 
to reject. Notice to Harrison was con- 
templated by the Aetna to make the 
rejection complete; and the notice was 
deliberately not given. We think it 
cannot be said, as a matter of law, that 
these applications had been rejected; nor 
can it be said that Harrison had not 
been notified of the action taken; he 
had been informed though untruly. 
“There was also an issue of fact as to 
the Maryland Casualty and General Ac- 
cident cancellations. “Harrison’s ‘testi- 
mony is that after these policies were 
issued he found, before the deferred pre- 
miums became due, that they were too 
expensive for him, and that. he volun- 
tarily instructed the agents to surrender 
them, and at that time paid the pre- 
miums then earned. If this is true, that 
transaction would not be such a cancel- 
lation as is contemplated by question 14. 
The context fairly indicates that the 
question refers, and refers only, to that 
kind of a cancellation which could be 
classified with a refusal to renew, or 
with silence, as indicating the insurer’s 
lack of satisfaction with the risk. 

Secured Loan on Policy 


ar 


The trial turned in large part upon 
a question not so far mentioned. Har- 
rison’s testimony was that these poli- 
cies were delivered to him before he 
had signed any applications, and that 
he and the delivering agent were about 
to separate when the agent remembered 
that his instructions had been to get 
the applications signed in connection 
with the delivery. Accordingly, they 


were then and there signed by Harrison. 
The whole transaction apparently took 
but a moment. We have grave doubts 
whether, under the circumstances, this 
essentially unitary transaction could be 


divided into parts so as to say that, the 
policies having been delivered without 
out the applications, there was no con- 
sideration for the later application sig- 
natures, but, in any event, Harrison can- 
not raise that question. The _ policies 
themselves contained the application 
copies purported to bear his signature. 
He cannot bring suit upon the policies, 
which recite that he has made the ap- 
plications and which repeat the appli- 
cations verbatim as a part of the poli- 
cies, and, in the same suit, deny that 
he made any application whatever. 
(Lumber Underwriters yv. Rife, and 
other cases, supra.) 


Fails to See Lack of Good Faith 


“The plaintiff also recovered a penalty 
under the provisions of Shannon’s Code, 
Section 3369a 141, which provides for 
such a penalty, not exceeding 25 per 
cent of the loss liability, when it is made 
to appear that the refusal to pay the 
loss was not in good faith. In this con- 
nection, and as bearing on the question 
of good faith, there was received in evi- 
dence a letter written by plaintiff’s at- 
torneys to the defendant after suit com- 
menced and reciting circumstances 


claimed by the writers to show that the 
company was without justification in its 
refusal to pay. We find nothing in the 
record, even including this letter, having 
any tendency to show the statutory lack 
of good faith. The only defenses which 
the company made were based on the 
false application answers already men- 
tioned; there is no room to doubt that 
these defenses were made in good faith. 
It is true that the correspondence be- 
tween the company and its agents im- 
mediately after the accident indicated 
the company’s suspicion that the muti- 
lation was intentionally inflicted, but the 
fact that it had that suspicion, uncom- 
municated to Harrison, and even if some 
innuendoes to that effect cropped out 
during the trial, cannot taint with bad 
faith the company’s refusal to pay which 
had compelled this suit, and which re- 
fusal was based upon the substantial 
grounds here existing.” 


$200,000 MORE 


William O Cord Completes $2,000,000 on 
Life of Frederick Patterson of 
National Cash Register 

William O. Cord, general agent of the 
Penn Mutual Life, Dayton, Ohio, who 
recently delivered a million dollar policy 
of life insurance to Frederick Patterson 
of the National Cash Register Co., has 





been told by Mr. Patterson that he 
wants $200,000 more in order to round 
out $2,000,000 of life insurance. ‘The 
extra $200,000 has been delivered. 





GENERAL AGENT POISONED 

Fred A. McAloon, general agent for 
the State Life of Indianapolis at Rich- 
mond, Va., is recovering from the effects 
of strychnine poisoning. 





A MUTUAL HOUSEWARMING 


The housewarming of the new build- 
ing of the Connecticut Mutual Life will 
be held the first three days in Septem- 
ber. It will be an interesting event, 


GARDINER RECUPERATING 
Harry Gardiner, well known and pop» 
lar general agent of the John Han-o-l: 
Mutual Life in New York City, head- 
quarters 220 Broadway, is recuperating 
in the Presbyterian Hospital, Newark, 
J., from an operation underwent for 


ulcers of the stomach—which proved to 


be an infected appendix—on July 5. 





JOHN HANCOCK IN ALABAMA 

The John Hancock Mutual has been 
granted a license to do business in Ala- 
bama, and the company has appointed 
Jay Smith general agent for the state 
with headquarters at Birmingham. 
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HE Missouri State Life is 
one of the few insurance 
companies providing for 
the sale of Accident and Health 
and Group insurance in connec- 
tion with Life insurance, thus 
giving its representatives three 
opportunities for success instead 


_Missouri State Life Accident and Health poli- 
cies give complete insurance coverage. The Com- 
pany issues no limited form policies. Every need 
is anticipated and full provisions made for it. 
Contracts are absolutely free from restrictive 
clauses, having been designed to afford patrons 
the broadest possible service and the most com- 


Accident and Health is the key to increased 
Life production. It gives the writing Agent a 
tremendous advantage over competition in that 
he has a record of the insured’s age, business 
occupation, and practically all other information 
needed in completing a Life sale. And Accident 
and Health adds material to the Agent’s income. 

Group Life insurance, while a comparatively 
recent development in the insurance business, has 
already assumed tremendous proportions. It 
opens the way to big sales and pays the Agent 
a substantial commission. It also affords an ex- 
ceptional opportunity to make a large number of 
individual sales of Life and Accident and Health 
insurance. Many of the Company’s Agents who 
have sold Group insurance policies, and who have 








Group prospects. 


surance in force. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 


Accident’ - 


taken advantage of the oppor- 
tunities offered by the sale of 
such policies, have sold large 
amounts of individual insurance 
which could not have been pro- 
cured in any other way. In ad- 
dition to Group Life, the Com- 
pany writes Group Accident and 
Sickness and Group Accident, 
Death and Dismemberment. Agents are given the 
assistance of specially trained men in closing 


Supplementing its Group coverage the Company 
offers its representatives the added advantage of 
writing business on the Salary Deduction Plan 
which enables groups of employees working for a 
common employer to purchase regular forms of 
Life insurance, in most cases without medical ex- 
amination, and have the premiums deducted from 
their pay by the employer. By this plan the bene- 
fits of Life insurance are greatly extended and the 
Agent’s opportunities greatly multiplied. 

Through its multiple plan of insurance selling— 
Life—Accident and Health—and Group. including 
Salary Deduction, the Missouri State Life offers 
its representatives a decided advantage over the 
one line method. Each one of its several lines 
furnishes valuable leads to each of the others. 

_It is because of its progressive ideas and fore- 
sighted policy that the Missouri State Life has 
made such a substantial and rapid growth, now 
ranking 19th among the 348 Legal Reserve Life 
companies of the United States in amount of in- 


Home Office, Saint Louis 


Health 


- Group 
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C. Stuart Linton Writes 
$2,000,000 on Fokker 


COVERAGE OF AEROPLANE MAN 





British Companies Take $1,600,000 of 
Risk and American and Canadian 
Companies the Balance 
In view of the fact that a number of 
life insurance companies have been mak- 
ing an investigation of aviator and aero 
builder risks and are writing them in a 
small way, considerable interest was ex- 
pressed in insurance circles this week 
over the fact that insurance policies 
totalling about $2,000,000 have been 
placed on the life of Anthony H. G. 
Fokker, famous international aeroplane 
designer and manufacturer, formerly of 
Amsterdam and now of New York. The 
agent placing the business was C. Stuart 

Linton. 

Mr. Linton has been a familiar figure 
in New York society for some years, 
was formerly a contributor to the lead- 
ing literary reviews of England, was a 
British army intelligence officer during 
the war and became a member of the 
suite of the Prince of Wales during his 
visit to New York. He is owner of a 
collection of old masters. Several years 
ago he went into the life insurance bus- 
iness and is now with the 42d Street 
branch of the Aetna Life. 


How Risk Was Divided 

He has been working on the Fokker 
case for some time and while in Eng- 
land recently placed $1,400,000 of this 
insurance, the largest line being $500,000 
in a British company, which reinsured 
part of the risk. In this country and 
Canada he placed $450,000 insurance, the 
largest lines being $50,000. 

All of the Fokker life insurance cov- 
ers even in the event of flight, with the 
exception of $250,000. 

Mr. Linton also succeeded in getting 
reduced by 25 per cent the property in- 
surance rates on all Fokker three engine 
ships. 

Mr. Fokker, who is thirty-six years 
old, is a splendid risk from all stand- 
points. He sprang into fame during the 
World War as a designer and manu- 
facturer of aeroplanes used by the Ger- 
man army. At the present time he is 
a leading figure in commercial aviation. 
He designed the ship used by Comman- 
der Byrd in the North Pole flight. 





HE FOOLED ’EM 


When David Lazarous, of 313 Bennett 
Avenue, New York City, was a young 
man, life insurance companies scorned 
hin as a risk. “You weigh only 125 
pounds; must be something serious the 
matter with you. Sorry, but we don’t 
take such risks,” this was the substance 
of many refusals. Lazarous has never 
been able to obtain any life insurance. 
But today he is hale and hearty at 92 
and chuckles in his white beard as he 
thinks of how he “fooled ’em” and the 
insurance doctors as well. 


HAS ITS BIGGEST MONTH 





Keane-Patterson Staff of 27 Paid For 
$1,267,000 in June; Has Total of 
$9,356,000 to Date 


The high water production mark in the 
Keane-Patterson Agency, Massachusetts 
Mutual in New York, was reached last 
month when the agency, which has been 
in business less than a year, totalled 
$1,267,000 in paid-for business. Starting 
last August with an agency staff of eight 
men, the agency has paid for $9,356,000 
to date. It now has an agency force 
of 27. 

Conspicuous among the leaders in pro- 
duction are: Arthur C. Reinecke, who 
only joined the staff last March and has 
paid for $655,000; William L. Meissel, 
who has paid for nearly a_ million; 
Charles V. Cromwell, P. A. Peyser and 
Allen A. Arnold, all big producers. 

Donald Keane, although general agent, 
has continued his personal production. 
He still maintains the million dollar pace 
that he set as an agent with the Mutual 
Benefit. 


TWISTING 

California Insurance Departmental Ex- 

ecutive Speaks His Mind on Subject; 

The Time to Get the Twister 

In a talk before the Life Underwriters’ 
Association of San Francisco, S. H. 
Beckett, assistant insurance 
sioner, said about twisting: 


commis- 


“Pretty nearly everybody is talking 
psychology these days. It has become 
one of the. wise words of our modern 
jargon. We hear about the ‘psychology 
of salesmanship,’ the ‘psychology of suc- 
cess, the ‘psychology of emplovment.’ 
The Life Insurance business has had, in 
my opinion, many psychological moments 
but let me suggest to you gentlemen that 
now and every day is the psychological 
time to go after the twister. Don’t wait 
for another opportunity—take the one 
that comes. It pays to study human 
nature in yourselves and others.” 


DINNER TO GRADUATES 


Hart & Eubank gave a dinner at the 
Drug & Chemical Club on July 13 to 
twenty-five of the recent graduates of 
their insurance school. The following 
persons were present: Ralph. Garcia, E. 
S. Bidwell, William G. Jones, Paul Win- 
nell, Paul Oppenheimer, W. P. Pounds, 
E. H. Dowling, J. Ed. Dunn, E. A. Me- 
Laughlin, W. C. Cooper, H. H. McBrat- 
ney, George kichmeyer, F. W. Wood, 
Leon G. French, William E. Malcolm, 
H. Kaplan, James A. McKay, J. G. 
Brownbill, G. W. H. Thomas, H. Grin- 
nel and S. D. Palmer. 


After twenty-seven years on the fifth 
floor of the Real Estate Trust Building, 
Philadelphia, Herman Hoopes, Inc., has 
moved to suite 1520, on the fifteenth 
floor of the same building. 





“IN AT §— 


And the slogan is lived up to. 


for delivery on Wednesday morning. 





OUT AT #” 


That is the working slogan of the Equitable Life of Iowa in issuing 
policies on which completed applications are received at the Home Office. 
More than nine-tenths of all clear cases are 
issued the same day the applications are received. 
between trains and are sent back by return mail! 

For example a recent application for $100,000 was written in New York 
Saturday, and reached the Home Office Monday. 
same day,-was posted for the first return train and was in the agent’s hands 


EQUITABLE LIP 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 


Most of these are issued 


The policy was issued the 











proposition. 


Address, 


PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 








offers unlimited possibilities, 


dence. Salary and commission. 








WANTED ASSISTANT MANAGER 


Agency for leading New York company wants experienced Life man with 
proven ability as producer to assist with organization work. 
Communications considered in strict confi- 
Address all details to 

BOX 1044 

THE EASTERN UNDERWRITER, 

86 Fulton Street, New York, N. Y. 





This position 























ABRAHAM LINCOLN LIFE 
The Mutual Life of Springfield, TIl., 
has changed its name to the Abraham 
Lincoln Life. 


DON’T DISTURB INSURANCE 

The New York Life said to agents this 
week: “Where a policyholder is car- 
rying insurance and is satisfied with it 
do not disturb that insurance. Sell new 
insurance.” 





WARREN A VISITOR 
“Lou” Warren of Little Rock, Ark., 
is a visitor to New York this week. He 
wrote $367,000 in the Reliance Life last 
vear. He was formerly with the New 
York Life. 


DR. R. L. LOUNSBERRY DIES 

Dr. R. L. Lounsberry, medical director 
of the Security Mutual Life of Bing- 
hamton, N. Y., died suddenly last week 
while on his way to New York, while 
returning from a convention of the com- 


pany which was held in Minneapolis, 
Minn. 





HAlcHr, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 














BUSINESS OF 1925 


aomanen .....-$117,647,000 
acicste ue nes . $13,691,000 


ee 








Insurance in Force 
Increase over 1924 


vtonenens ...+..$857,429 816 
qiibauneds ve eee 76,344,849 





New England Mutual Life Insurance Co. 


Boston, Mass. 

















1924 - - 
5+ 





ONWARD MARCH—1925 


Total of Paid-for Business 


BANKERS LIFE COMPANY 


G. 5S. NOLLEN, President 
Des Moines, lowa 


-  $134,242,954 
- 157,045,211 


























F. H.R 
OPENING ALWA 


Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR 
Seventy-five Years of Service to Policyholders 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 
Incorporated 1851 
| PITTSFIELD, MASSACHUSETTS 
H 


ODES, President 
YS FOR RIGHT MAN 


New Policy Forms 
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Riehle a Home Builder 
And a Home Saver 


GENERAL AGENT'S ACTIVITIES 


Erects Homes on — Island and In- 
sures Many People; Life Office 
Moves to Pennsylvania Bldg. 


For thirty years John M. Riehle has 
been a general agent of the Equitable 
Life Assurance Society, as well as figur- 
ing in many activities in this city, es- 
pecially in real estate, in which field 
he is head of a tiumber of corporations 
and is one of the most active developers 
of North Shore real estate on Long 
Island between New York City and Port 
Washington 

Despite his many other activities, the 
John M. Riehle agency—a_ partnership 
of Mr. Riehle and his son, Theodore M. 

did $5,000,000 last year for the Equita- 





JOHN M. RIEHLE 


ble Life Assurance. The agency has 
been conducted under the disadvantage 
of cramped quarters and it was recently 
decided to move the life insurance divi- 
sion to another part of the city, retain- 
ing at O8 William Street, which has been 
the office for many years, the general 
insurance business of fire, casualty, 
surety, etc. 

Adequate Space In Pennsylvania Bldg. 

The life insurance division of the 
agency opened its new offices a few days 
ago in the Pennsylvania Building on 
West 34th Street where about 2,400 feet 
of floor space is being utilized, with 
other space available with the growth 
of the agency, which this year will prob- 
ably do about $9,000,000 in life insurance. 

There are few men in New York with 
a larger acquaintance than John M. 
Riehle, which is easily understandable, 
not only because of the connections he 
has formed through insurance, real es 
tate and many other ventures, including 
theater building, but also because he has 
figured actively in politics and for seven 
years was president of the National 
Democratic Club of New York. 

Mr. Riehle was an East Side boy who 
went to work for the Civil Service in 
the Custom House, his first job in that 
connection being on the docks and piers 
of Manhattan. In the next succeeding 
years he was in various business enter- 
prises and at one time was a partner 
of the famous “Bim, the Button Man.” 
Together they built the old Majestic 
(now the Park Theater) in Columbus 
Circle; the Colonial Theater, just above 
Columbus Circle, and the Yorkville 
Theater, on the upper East Side. 

Real Estate Activities 

Mr. Riehle is treasurer of the Land 
Homes Corporation, one of the largest 
real estate developments in the country, 
which is now building 2,000 homes at 
Flushing, Long Island, for the working 
man. Each house has seven rooms and 
bath and sells for $5,200. He is presi 
dent of the Manhasset Homes Corpora 
tion, now erecting 100 homes of the bet 
ter class at Manhassct, Long Island. He 
is also president of the North Shore 
Building Company and of the Long 
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Island Sound Realty Co., which erected 
2X0 homes last year, all of them being 
sold within a year. 

At the present time Mr. Richle is re- 
ceiver in equity, by appointment of the 
United States District Court for the 
Southern District of New York and Cali- 
fornia, for the Morosco Holding Co., 
which is salvaging the affairs of Oliver 
Morosco, the theatrical producer who 
had seventeen hits before he had a fail- 
ure, and which company holds much 
valuable theatrical property. 

Insurance Experience 

John M. Riehle was writing $1,000,000 
a year as an insurance agent in days 
when that was a tremendous achieve- 
ment. He became associated with Wil 
liam Sohmer and for ten years the firm 
of Sohmer & Riehle did a large insur- 
ance business. They had the general 
agency of the Equitable. Later, Mr. 
Riehle opened an office at 63 William 
Street and started his own agency. His 
son, Theodore M. Riechle, was trained 
from boyhood to the insurance atmos- 
phere and studied law at New York 
University. There, one of his textbooks 
was “Richards on Insurance,” the Rich- 
ards being George Richards, then of 
Richards & Heald, now Richards & Af- 
feld, one of the best known insurance 
law firms in the city. Mr. Riehle was 
ambitious to get with Mr. Richards’ of- 
fice to study insurance law under this 
authority and did so eventually, serving 
his law clerkship there. Later, he was 
admitted to the bar. He joined the in- 
surance agency of his father and later 
became his father’s partner. He is also 
a large producer, having sold $1,000,000 
the first six months of 1926. 

Joseph Caulfield is agency superintend- 
ent of the John M. Riechle agency. Also 
associated with the agency is Max Gold- 
smith, one of the leading producers of 
the Equitable, a man who sold three hun- 
dred cases in a month for $1,500,000 last 
year. 

There are a number of other success- 
ful producers connected with the office. 


A. E. PATTERSON CONFERENCE 


Will Be Held at Delavan Lake, Wis.; 
Frank H. Davis Will Be a 
Speaker 

Alexander EK, Patterson, agency man- 
ager of The Equitable Life of New York 
in Chicago, announces that Vice-Presi- 
dent F. H. Davis will be the principal 
speaker at the second annual Education- 
al Conference of the Patterson Agency 
which will be held on September 2nd and 
3rd at Delavan Lake, Wisconsin. Quali- 
fication for attendance at the meeting 
will be based on new business to be se- 
cured between July 1 and August 28. 
Last year fifty members of the agency 
qualified, representing 87% of the total 
contracts in force ,and it is expected 
that even a larger proportion will be 
present this year. 

Mr. Patterson was formerly in Pitts- 
burgh. He then became an agency man- 
ager of the Equitable in this city. Later 
he was transferred to Chicago. 


‘NEW LIFE INSURANCE COURSE 


Insurance Institute of America, Inc., 
Enlarging Its Activities; Will Try 
Out Innovation 
At the mecting of the Board of Gov- 
ernors of the Insurance Institute of Am- 
erica, Inc., the principal business trans- 
acted was a conference in regard to es- 
tablishing a course in life insurance. 
Some representatives, who are Fellows 
of the Institute and connected with the 
Life Insurance branch, were present and 
expressed themselves as decidedly in fa- 
vor of such a step. A committee is to 
be immediately appointed and the work 
begun. It is hoped to have the course 
in such a shape that an initial trial can 

be given it this winter. 

The subject of this new course was 
recently discussed with FE. R. Hardy of 
the Insurance Institute by Vice-Presi- 
dents Henderson and Graham of the 
Equitable, and J. H. Woodward, actuary. 





Like to get 
Dividends? 


Triangle 7560 








Does your client 


Write it in the Aetna 


Call 
GRAHAM and LUTHER 


176 Montague Street 
General Agents Brooklyn and Long Island 
AETNA LIFE INSURANCE COMPANY 
“A POLICY FOR EVERY NEED” 




















———= 


Hoey, Ellison & Wendt 
Agency Expansions 


NEW MEN, NEW OFFICES ALSO 





Larger Territory Cie: W. R. Klee in 
Charge of Brooklyn and W. C. Wam- 
baugh of Jersey Development 





Hoey, Ellison & Wendt, Inc., have 
been given supervision over the entire 
Metropolitan area for the Equitable Life 
of lowa. This includes northern Ney 
Jersey territory, the Bronx, Brooklyn, 
Long Island and Queens. The company 
also had an office in Brooklyn, in charge 
of J. C. Handshoe, who has been trans- 
ferred by Hoey, Ellison & Wendt, Inc, 
to a new office at 1270 Broadway. Mr, 
Handshoe had done successful organi- 
zation work for the Equitable Life of 
New York. 

The important territories of Brooklyn, 
Long Island and Queens will be devel- 
oped under the managership of W. Rk, 
Klee, a large producer, who went with 
Hoey, Ellison & Wendt, on July 1, with 
offices at 189 Joralemon Street, Brook- 
lyn. Mr. Klee had been with the j, 
Klliott Hall Agency of the Penn Mutual, 

The territory of northern New Jersey 
is in charge of W. C. Wambaugh, who 
comes from Harrisburg, Pa., where he 
built up a successful agency for the 
Connecticut General. He was also presi- 
dent of the life underwriters’ association 
of that city. A banquet was _ recently 
given to him by his associates. 

In the Bronx Hoey, Ellison & Wendt, 
Inc., have an agency office at 391 East 
149th Street, and on August 1 an addi- 
tional office will be opened in the Wool- 
wo.th Building, New York City. 

Since the consolidation of the Wendt 
and Hoey & Ellison agencies, January 
1, Hoey, Ellison & Wendt., Inc., have 
led the field forces of the Equitable Life 
of lowa.’ During four months they 
broke all previous records made by any 
agency of the company. In fact, this 
agency has already secured its full year’s 
quota in the first six months of the year. 
This fine record has been accomplished 
without the aid of the new_ branch 
offices that have recently been opened. 
With the additional office forces their 
production should be greatly increased. 
The agency is planning an educational 
course which will be conducted by a 
competent instructor. 


INSURE REAL ESTATE BUYERS 





G. F. Nixen & Co., Realtors, Chicago, 
Protect Clients Against Sick- 
ness and Accident 
Full measure of protection insurance 
has been applied directly to purchasers 
of real estate through a far-reaching 
plan adopted by George F. Nixen’& Co, 
realtors of Chicago. It is a protection 
insurance plan, which has been worked 
out by the Federal Life, and John C. 
Griswold, of G. F. Nixen & Co., whereby 
every purchaser of a‘lot on the budget 
or installment plan is safeguarded to 
the final payment on his contract in case 
he is confined and kept from his work 
on account of accident or sickness. Pay- 
ments are made for him, no matter what 
the duration of his incapacitation. Pur- 
chase contracts are for five years and 
the indemnity given the buyer is non- 

cancellable for this period. 

A policy is taken out on each lot buyer 
for the full amount of the monthly prin- 
cipal payment called for in the real es- 
tate contract. In this policy no medical 
examination is required. The 14-day 
waiting period which applies means that 
no payments will be made until after 14 
days of disability. Disability, as it 15 
used in the policy, means total incapact- 
{ation so that the insured is not able to 
carry on his regular occupation. If his 
disability results from an accident, for 
example a broken arm, he does not have 
to be confined to house, hospital or san- 
itarium. But in event of illness, tf 1S 
necessary that the insured be confined. 
Proof of disability is made by a legally 
qualified physician. 
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Finds Acacia Mutual 
Affairs Well Managed 


REPORT MADE BY DEPARTMENTS 





Financial Condition Sound; Treatment 
of Policyholders Just and Equita- 
ble; Loans Are Praised 


A report upon the Acacia Mutual Life 
Association of the District of Columbia, 
the president of which is William Mont- 
gomery, has been made. 





The company 
retains 
4 maximum of $15,000 on any one life 
on all ages of issue from twenty-one to 
sixty, inclusive. 


operates in thirty-six states. It 


It also accepts certain 
classes Of risks on substandard ratings. 
Provision for additional benefits in the 
case of accidental death or disability are 
issued at the request of the applicant. 
About its policies the report says in 
part: 

“The policy forms issued by the Asso- 
ciation were examined and found to con- 
tain the usual provisions. ‘The auto- 
matic nonforfeitable option in case of 
lapse on policies now issued is the ex- 
tended term insurance provision. 

“All policies issued by the Association 
have been on the participating basis, an- 
nual dividend plan. During this exami- 
nation an investigation was made of the 
dividend formula used by the Associa- 
tion and it was found that from time to 
time changes had been made in the vari- 
ous distribution factors in order to pro- 
vide for increased returns to the in- 
sured, Early in 1926 the Association 
adopted a new schedule of rates for the 
life feature. At the same time the 
method of dividend distribution was 
changed so as to provide for dividends 
at the end of each five year period. In 
certain states where statutory provision 
is made for the distribution and payment 
of dividends annually, the Association 
will provide for annual dividends. As 
stated above, a new schedule of rates 
was adopted at the time of the adoption 
of the new dividend plan. We find that 
the new rates are net American Experi- 
ence 31% per cent on the various ages of 
issue up to and including age forty. 
There is a small loading at ages beyond 
this, increasing gradually. In case of 
death within any five year period, the 
Association will pay the accumulated 
dividend to the beneficiary.” 

Favorable Mortality 

The report of the Association shows 
that the mortality has been very favor- 
able. Acquisition cost of the Associa- 
tion is praised. 

The report also says that after in- 
specting the various bonds and insur- 
ance policies held by the Association, 
It is quite evident that the management 
has taken every step to protect the funds 
and equipment of the policyholders in- 
sofar as it is possible to cover them with 
insurance. 





BN ns cc drcgesececrueceetNieks 
ee eee 

Cametek Ail SOHO sos occcciictcceseccaas 
Insurance in Force 

Payments to Policyholders............... 


INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to 
with premiums payable annually, semi-annually or quarterly, and INDUSTRIAL 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 





Total Payments to Policyholders Since Organization 
JOHN G. WAL 


VIRGINIA 
ae 


$46,562,667.40 
39,940,092.25 
6,622,575.15 

. 292,834,191.00 
3,392, 156.76 
39,176,371.91 


KER, President 











group of men with unusual foresight. 


of service inaugurated at its birth. 


Springfield, Massachusetts 











Seventy - five Years Ago 
the Massachusetts Mutual Life Insurance Company was organized by a 


would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 


During all these years this institution Las taithfully maintained the spirit 
panies in the country and is known throughout the land as 
The Company of Satisfied Policyholders 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


They ccuceived an organization that 


To-day it ranks with the best com- 


Organized 1851 














About mortgage loans, the report says: 
“Most of the mortgage loans are at the 
rate of 6 per cent, although in some in- 
stances the money is loaned at 6% per 
cent, 7 per cent and 8 per cent. In ad- 
dition, the Association charges on a 
great many of its loans from % of 1 per 
cent to 2 per cent bonus fee. This bonus 
is also charged whenever the loan is ex- 
tended. As outlined previously in this 
report, even after deducting appraisal 
fees and all other expenses incident to 
handling this investment, the Associa- 
tion realizes a handsome profit as a re- 
sult of this practice. 

“Although it is not the controlling fac- 
tor, it is noted that the majority of loans 
are made to Masons or to Masonic or- 
ganizations.” 

The persistency of the policies is also 
praised. 


Remarkable Growth 


The report concludes as follows: 

“Although the Acacia’s field is limited 
by its charter to members of the Ma- 
sonic fraternity, it has during the last 
few years shown a wonderful growth; 
the quality of its business we believe to 
be exceptional; its financial condition is 
sound without question; its affairs are 
efficiently managed and its treatment of 
policyholders just and equitable.” 


L. B. LITTLE RESTING EASILY 
Manager of Publications, Metropolitan 
Life, Broke His Leg on 
Scarsdale Golf Course 
Luther B. Little, manager of publica- 
tions of the Metropolitan Life, is in a 
hospital in Bronxville, N. Y., following 
the breaking of his leg. He was going 
down some steps on the Scarsdale golf 
course, near Bronxville, when he fell on 
some hard clay. A golf ball in his pocket 
crashed into a bone and his leg was 
broken. A number of golfers carried 
him to a place where an ambulance could 
pick him up. The hospital’s record for 
visitors is said to have been broken by 
the number coming to call upon the 
Metropolitan Life man. He is resting 
easily, but it will be some time before 

he is able to leave the hospital. 


A. L. C. CONVENTION 


The American Life Convention will 
be held at the Book-Cadillac Hotel, De 
troit, September 1, 2 and 3. Among the 
insurance company presidents on the 
program are: J. J. Mooney, Massachu 
setts Mutual; H. J. Arnold, Midland 
Mutual: Frank P. Manley, Indianapolis 
Life; W. T. Grant, Businessmen’s As- 
surance, and N. P. Hull, Grange Life. 
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Brooklyn Managers 
To Form Association 


MEETING AT ATHLETIC CLUB 





The Life Men “Across the Bridge” Turn 
Out in Honor of George A. 
Kederich, N. Y. Life 

At a meeting of Brooklyn managers 
and general agents held at the Crescent 
\thletic Club in Brooklyn yesterday, 
plans were launched for the organization 
of an association of the life offices in 
that borough. 

The luncheon was well attended. It 
was originally called as a testimonial to 
George A. Kederich of the New York 
Life, who has rendered splendid service 
as president of the Life Underwriters’ 
\ssociation of New York. Mr. Kederich 
is one of the most popular chief execu- 
lives that the local association has had, 
and a number of speeches were made 
praising him. 

In many respects Brooklyn is the most 
unique of all large American cities. Al- 
though a part of Greater New York, it 
has never lost its identity. While many 
Brooklyn insurance men “go across the 
bridge” to write insurance, not so many 
agents from the Island of Manhattan go 
to Brooklyn. The Brooklyn insurance 
men have as much civic pride as can be 
found in almost any city in the country. 
The place is dotted with clubs and or- 
ganizations of business men. The asso- 
ciation spirit is widespread throughout 
Long Island, as was indicated at a re- 
cent hearing of the New York Insurance 
Department when more than a dozen 
associations were represented from the 
vicinity of Jamaica alone. Some of the 
Brooklyn officials do a large life insur 
ance business and the managers include 


some of the most prominent insurance 
men in the town. 
The Mutual Life, the Northwestern 


Mutual, the Equitable Life Assurance 
Society and the Home Life are some of 
the companies which have unusually suc- 
cessful offices there. Recently, the Aetna 
Life established a general agency there 
with Graham & Luther, which is making 
very good progress. Some of the mana- 
gers of The Prudential and Metropolitan 
in Brooklyn have long been well known 
throughout insurance ranks. 

srooklyn was the home of the late 
Charles Jerome Edwards, former presi 
dent of the National Association of Life 
Underwriters. 


J. B. HARRELL DIES 

The death of J. B. Harrell, associate 
agent for the Connecticut Mutual, 
marked the passing of one of the pio 
neer life insurance underwriters of Ok 
lahoma. Mr. Harrell has been in the 
game in Oklahoma since 1889, and was 
a prominent member of the Oklahoma 


Life Underwriters’ Association. Mr. 
Harrell was 68 years old at the time of 
his death. 














We Want Four Business Builders 


Men who can secure and train agents have four exceptional oppor- 
tunities NOW with The Lincoln National Life at Wichita, Kansas, 
Lincoln, Nebraska, Indianapolis, Indiana, and Des Moines, lowa. 


Our plan of compensation for these four managers is a salary, 
dependent in size upon the agency production; commission for per- 
sonal business; travelling expenses for organization work, and a 
renewal overwriting in the business. . 


Here is.a real chance for men with the proper aggressiveness to 


help themselves by helping others. 














(LINK UP()witn THE() LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 
More Than $425,000,000 in Force. 





Fort Wayne, Indiana 




















Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





Provident agents in their approach have the 


Founded 1865 








advantage of the national advertising of the 
Company which is striking and _ original, 


and also of a Direct Mail Campaign. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hladley, Secretary and Business Manager; 
Lidwin N. Eager, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number:  Beek- 
man 20706. 

Subscription Price $3.00 a year. Single 
copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

» Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 


CARELESS CRITICS OF IN- 
SURANCE SYSTEM 

Whenever insurance men use the ex- 
pression, “mutual insurance,” in a con 
troversial manner there will arise mis- 
understandings because the expression 
adinits of numerous definitions and inter- 
pretations. “Mutual insurance” in life 
insurance naturally embraces many of 
the largest and most important compa 
nies in the business, such as the Met 
ropolitan, Prudential, Mutual Life, Penn 
Mutual, John Hancock, New England 
Mutual and a long string of others, 
strong as a rock. When a casualty or a 
fire man representing a stock company 
refers to “mutual insurance,” he has in 
mind carriers who do not employ insur- 
ance agents. ‘Thus, insurance men are 
frequently not talking the same language 
when they are discussing “mutual insur- 
ance,” 

lire and casualty men often forget 
this when they are stirred up by non 
agency competition to the extent of 
writing letters on the subject to the pub- 
lic, especially to those carrying or sym- 
pathetic with “mutual insurance,” which 
letters are capable of misrepresentation. 
They frequently say things which are 
logical enough to one branch of the in- 
surance business, but have a_ strange 
sound to some other division. It is for 
this reason that sweeping arguments 


against “mutual insurance” on the theory 
that the man carrying such cover is so- 
cialistic in theory and practice may be 
disturbing. 

Most life insurance men, for instance, 
will not be sympathetic with the letter 
written to the chairman of the board of 
the National Shawmut Bank, Boston, by 
Harry A. 


of the Insurance Brokers’ Association of 


President Stevens, head 
Massachusetts, printed in part else- 
where, in which Mr. Stevens indignantly 
points out that the president of the bank 
is chairman of the board of a direct 
writing mutual insurance organization, 
and after calling attention to an ad of 
the bank for depositors, says: “We 
would expect to find you opposed to the 
most prominent demonstration of social- 
ism in American business—mutual insur- 
ance. Do you think the officers of your 
bank are giving sound advice when they 
advise a depositor to speculate in mu- 
tual insurance, thereby assuming a li- 
ability instead of obtaining an asset 


through absolute protection—the only 
reason for insurance ?” He also declares 
that “socialism is the great menace to- 
day to organized government all over 
the world.” 

Undoubtedly, the Boston banker get- 
ting this letter will not coincide with any 
such opinion as one intimating that he 
and his associates are enemies of the 
* present social structure; nor will he ad- 
mit that those who buy mutual insur- 
ance policies are automatically joining 
the ranks of the Socialist party. He 
does not see any drift toward Socialism 
in this country because one out of every 
six persons in America is insured in the 
Metropolitan Life and the fine distine 
tion between mutual life, mutual fire and 
niutual casualty insurance is over the 
heads of most business men. Even if 
the arguments used with the bank chair 
man were sound, they do not appear to 
be making much headway. 


THE MOST POPULAR INSURANCE 

What is the most popular insurance ? 
evidently, it is elevator insurance. Ac 
cording to S. G. Martin, second vice 
president of the Independence Indem 
nity, 99% of elevators carry insurance. 
Some idea of the wide swing of the cov- 
erage can be obtained by Mr. Martin’s 
statement that while agents should re- 
member that not less than $10,000 and 
$20,000 limits ought to be offered the 
company can sell $500,000 if the prospect 
wants it and circumstances are such that 
a line of this size is warranted. 

Of course there is a reason for the 
general realization of building owners 
that they must protect their elevator li- 
ability. ‘They would be seriously em- 
barrassed without the cover, but what 
about some other divisions of the busi- 
ness where the need for coverage is im- 
perative and there are many persons who 
do not carry insurance at all, automo- 
bile insurance, for an example? The 
principal reason why so many automo- 
biles are uninsured is because the pros- 
pect is not approached. The time of 
the agent is necessarily limited, as he 
can see only a certain number of people, 
but he should so allocate his day’s work 
so that the number of people who have 
not necessary insurance — protection 
should be cut to the minimum. 

ROONEY SUCCEEDS TAYLOR 

Joseph H. Rooney, formerly an ad- 
juster for the Metropolitan Claim De- 
partment of the Zurich, on July 15 as- 
sumed new duties as supervisor of claim 
departments of all branch offices in the 
liability division, Eastern Department, 
succeeding R. B. Taylor, who recently 
resigned to become vice-president and 
general manager of the Reliance 
Casualty of New Jersey. The Eastern 
Department takes in Washington, D. C., 
Maryland, Pennsylvania, New York 
State (excluding New York City), and 
Connecticut. 

Mr. Rooney, who has been four years 
with the Zurich, has worked in all of the 
departments of that company that have 
to do with claim work. He received his 
early training with The Travelers in 
their uptown office at 30 East 42nd 
Street, New York City. He has had ten 
years’ experience in claim work. 





CALL ON GOVERNOR 


A delegation of Richmond labor lead- 
ers called on Governor Byrd a few days 
ago and urged him to reappoint Charles 
G. Kizer on the Virginia Industrial 
Commission. Major Kizer is now round- 
ing out a term of six years expiring Oc- 
tober 1, 1926, 


SE ea a f 
Editorial] ra 
Ap taint | | NDERWRITER UnssSoates7 D 


eee ae ee 






[Human luterevt 





July 16, 1926 











The Human Side of Insurance 

















Leon A. Watson in Adirondack Camp 


Leon A. Watson, rating expert of New 
Jersey, was recently snapped by one of 
the fire insurance executives at a camp 
in the Adirondacks and the picture is re- 
produced herewith. Mr. Watson is gen- 
erally regarded as one of the finest 
type of rating experts in the United 
tates, a man who knows every phase 
o1 the technical situation, and at the 
same time is fortunate enough to have a 
personality which makes friends, not only 
tor himself but also for the entire fire 
insurance business. He is a valuable 
asset to the insurance community. His 
high standing extends to the State In- 
surance Department, the legislature and 
other divisions in public lite. His home 
is in Linden, N. J., where he is president 
of the City Council. He has had most 
of the important positions in the life of 
his community, having been president of 
the board of education. When Linden 
was a township, he was chairman of the 
township committee. Later the Repub- 
lican Party wanted him to run for the 
Assembly but he turned the opportunity 
down. Among other activities, he is 
president of a building and loan associa- 


tion, | 


Mr. Watson started his insurance ca- 
reer in the office of the Home Insurance 
Co. of New York where he was an 
office boy. Eventually he went with the 
old general agency firm of Ward & 
Crawlord as general inspector where he 
attracted the attention of William H. 
Burkhardt, then in charge of New Jer- 
sey rating matters. He then joined the 
William H. Burkhardt office in 1910, 
When the late Atlee Brown was ap- 
pointed New Jersey rating expert, Mr. 
Watson went along with him, and upon 
the death of Mr. Brown three years ago 
he succeeded him. 


e t-* 


A. V. Knight, of Goodman, Miss., a 
town of 264 white people, fifty-one of 
whom have dependents, was called upon 
to make a speech at the convention of 
the Reliance Life in Pittsburgh last 
week. He made the shortest speech on 
record—contenting himself with arising 
and bowing. Here is what Mr. Knight 
did to win distinction: He wrote 36 
policies on the fifty-one inhabitants of 
Goodman who have dependents, the total 
being for $121,000. “I have heard many 
men make long speeches who did not 
score anything like the good impression 
that Mr. Knight did,” said W. Eugene 
Roesch, New York newspaper man, who 
witnessed the Knight incident. 


James B. Slimmon, secretary of the 
Aetna Life, has been elected a director 
of the Colonial Air Transport Corpora- 
tion, which has a contract for carrying 
mail by air between Boston and New 
York by way of Hartford. He recently 
made a trip to Boston in the air mail, 
Mr. Slimmon served as a pilot and cap 
tain in the Air Service during the war. 
He is thirty-three years old. He has 
been secretary of the Hartford Municipal 
Aviation Commission since its establish 
nent and in that capacity has had ae- 
tive part in the, development of Brain- 
ard Kield, Hartford, now considered one 
of the best air ports in the country, 

e * 


S. I. Resenberg, general agent of the 
Secbcard department of the Reliance 
Life, headquarters Baltimore, stopped 
dancing at the company’s ball during 
the Kejanee Convention last week, and 
went over and wrote a policy on the 
orchestra leader for $10,000. He then 
resumed his dance. 

+ & 2 

Ly:aan E. Thayer, vice-president. of 
Dac wn, Crosby & Co., Inc. New York 
City, will sail for Europe next week, 

* * 


Miss Hilda F. Deyoe, of 23 West 
Ninth Street, recently appointed to the 
legal staff of the Metropolitan Life In- 
surance Company, is the first woman 
lawyer to receive this distinction. Miss 
Deyoe was graduated from the Law 
School of New York University in June, 
1925, and passed her examinations for 
the bar the same month. Upon com- 
pleting the necessary one year’s clerk- 
ship, she was admitted to practice in 
this state. For the past three years 
Miss Deyoe has been secretary to Wil- 
liam J. Tully, general solicitor of the 
Metropolitan, 

* + 

E. F. Deichman, an insurance agent in 
aston, Pa., representing the Employers’ 
Liability and other insurance companies, 
is spending a vacation in Europe. 

* * * 


Eric Murray Mackay, son of the gen- 
eral manager of the Northern Assurance, 
and London representative of the Aetna 
Insurance Co., who returned to England 
after some weeks in this country and 
Canada, played golf with insurance men 
on many links in this country and Can- 
ada and proved to be one of the best 
young golfers that the insurance fra- 
ternity has yet seen, 

* Ok 


Stratford Lee Morton, general agent 
in St. Louis for the Connecticut Mutual 
Life Insurance Company, was elected 
president of the Beta Theta Pi frater- 
nity’s eighty-seventh annual convention 
to be held at White Sulphur Springs, 
W. Va. 

R. R. BENEDICT DEAD 
Was Manager of Philadelphia Branch 
of American Surety for Years; 
Also Prominent Attorney 

Robert Russell Benedict, manager of 
the Philadelphia branch of the American 
Surety for 25 years, died suddenly 0 
heart trouble at his home at Devon, Pa, 
on Sunday last. Besides his insurance 
activities, Mr. Benedict was a lawyer 
of some prominence. ’ 

He was a member of a_ prominent 
family, his great-great-grandfather be- 
ing one of the signers of .the Constitu- 
tion and third president of the Contt- 
nental Congress. Mr. Benedict was born 
in Canandaigua, N. Y., and was 61 years 
old. He was a member of a number of 
clubs of Philadelphia and New York 
City. 

He is survived by a widow and three 
children. The funeral services were hele 
last Tuesday in the Canandaigua [:pisco- 
pal Church and was attended by a num- 
ber of prominent men in insurance CIT- 
cles. 
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Agents’ Committee 
Meets at Briarcliff 


REVIEWS ARKANSAS TANGLE 


Delegates From Both State Associations 
Present; Take Up Annual Con- 
vention Program 


The executive committee of the Na 
tional Association of Insurance Agents 
met ‘Tuesday and Wednesday of _ this 
week at Briarcliff lodge, Briarcliff, N. 
Y, to consider the dual Arkansas situa- 
tion and to discuss the program for the 
annual convention at Atlantic City _Sep- 
tember 21-24. Every member of the 
executive committee was present except 
1). G. Main, of Denver, Colo., and Percy 
H. Goodwin, San Diego, Cal. Those 
present included President Cliff. C. 
Jones, Kansas City; Chairman Frank L. 
Gardner, Poughkeepsie, N. Y.; Thomas 
(. Moffatt, Newark; Donald S North, 
New Haven, Conn.; Ben L. Agler, 
Youngstown, Ohio; W. E. Harrington, 
Atlanta, Ga., and R. P. DeVan, Charles- 
ten, W. Va. 

One of the principal features of the 
meeting was to hear the statements of 
the delegations from‘the two Arkansas 
\esaciations. It will be recalled that 
the cld association split during the re- 
cent annual convention when the ma- 
jority of delegates voted down the bank 
aveney principle of the National Asso 
ciation. A group in favor of this prin- 
ciple seceded and formed another or- 
ganization, now known as the Arkansas 
Insurois’ Association. ; 

FE. M. Allen, Helena, Ark., past presi- 
dent of the National Association, and 
chairman of the new association’s execu- 
tive committee, came on to Briarcliff 
with President Russell Cooper, Blythe- 
ville, Ark., to ask for recognition for 
the ‘new association within the National 
Association’s ranks. The old association 
was represented by President A. J. Wil- 
son, Little Rock, and N. B. Martin, Tex- 
akana, Ark. The executive committee 
did not decide this week to which asso- 
ciation it would give recognition as the 
oficial member of the National Asso- 
ciation’s family. 


HOWELL ACTING EDITOR 
Went With “Weekly Underwriter” in 
1918; Has Spent Many Years in 
Insurance Journalism 
Charles I*. Howell has been acting edi- 
tor of the “Weekly Underwriter” since 
the death of Wilfred W. Mack. Mr. 
Howell is a “gentleman and a scholar” 
in the best sense of those words. A 
Princeton man, after being on daily pa- 
pers in San Francisco he went into in- 
surance journalism in Chicago. Later he 
purchased the “Insurance and Commer- 
cial Magazine” of New York. In 1918 
he became mani wing editor of the 
“Weekly Underwriter.” After a visit to 
Europe he wrote a travel book contain- 
ing many clever ideas, and he is a lit- 
erary contributor to various magazines. 
He is also marine insurance editor of 

the “Weekly Underwriter.” 





N. J. AGENTS’ MEETING 


The New Jersey Association of Under- 
writers, local agents, will hold its an- 
nual meeting on. Monday, September 20, 
at the Hotel Ambassador at Atlantic 
City. This is the day previous to the 
opening of the annual convention of the 
National Association of Insuranée 
Agents. 


SAILS FOR HAITI 
William S. Clower, traveling represen- 
lative of the Home in semi-tropical coun- 
tti¢s, sailed Wednesday for Haiti and 
f Domingo. He was in New York 
Wing a visit to Central America and 


Aachen & Munich Is 
Steadily Growing 


LATEST FIGURES OF COMPANY 





Has Just Passed Its Centenary; Com- 
pany’s Data on Gold Mark Basis; 
Low Commission Scale 


The Aachen & Munich Fire, which be- 
fore the war was one of the world’s 
largest reinsurance companies, has 
passed successfully, it appears, through 
the financial reconstruction period in 
Germany. Last vear the company com- 
pleted one hundred years of business, 
and 1925 also marked the first year the 
company operated on the new Gold 
Mark basis for German currency. ‘The 
company now has a capital of Gm. 
(Gold Mark) 5,400,000. 

During 1925 the Aachen & Munich in- 
creased its premium income in every de- 
partment. Fire underwriting provided 
75% of the year’s income, with burglary 
providing 9%, accident and health jointly 
9% and automobile coverage 7% of the 
premium income. Total net income for 
last year amounted to Gm. 10,455,850, 
of which Gm. 7,777,481 was derived from 
fire insurance. All the departments ex- 
cept automobile and inland marine 
showed a_ profit. However, the com- 
pany’s automobile experience was con 
siderably better than that of most Ger- 
man companies last year. 


Fire Losses 

On fire insurance losses amounted to 
47% of the premium income. One inter- 
esting feature is that the commissions 
amounted to only 14%. However, on 
other lines, such as burglary and plate 
glass they ran to 21% and 23% and on 
accident insurance were as low as 12%. 
lire insurance expenses were 35% in ad- 
dition to commissions. The amounted 
calculated profit on fire underwriting was 
1.3%. Vaxes amounted to 2.15%, appar- 
ently light for a country laboring under 
such a heavy war burden. 

The 1925 account is also credited with 
Gm. 116,279 from profit on investments, 
bringing the net profit revenue for the 
year to Gm. 716,950. 

Total assets of the Aachen & Munich 
at the close of 1925 were Gm. 22,670,079, 
of which investments totaled 37%, prop- 
erty and furniture 24%, cash on hand, 
16% ,and balance due from agents 13%. 


NO MANAGER YET 


National atonal Shacbearwsitens! Com- 
mittee Comes to No Decision Rela- 
tive to Moore’s Successor 

Nothing doing until fall. That is the 
information gathered as a result of a 
committee meeting held this week of 
men who will pick the successor to Ross 
Moore as manager of the Eastern Auto- 
mobile Conference. Mr. Moore now 
heads the National Conference. 


INVITE AGENTS TO HEARING 


Eastern Underwriters’ Association Asks 
Each State to Appoint 
Agents to Meet Soon 
The Organization Committee of the 
Eastern Underwriters’ Association an- 
nounces that local agents in all the states 
of the Association are invited to appoint 
a representative committee of four 
from each state or district to meet, at 
a date to be announced soon, with the 
Committee on Organization in Room 
1301, on the thirteenth floor of 135 Wil 
liam Street, New York City. The meet 
ing will permit the agents to express 
their opinions on the program presented 
to them recently. 


Four 


COL. W. H. PALMER DEAD 
President of Virginia Fire & Marine 
Was Ninety Years Old; Prominent 
in Richmond Half a Century 
Colonel William H. Palmer, president 
of the Virginia Fire & Marine, died at 
his home in Richmond, Va., Wednesday. 
He was ninety years old and a veteran 
of the Civil War, having served as an 

officer in the Confederate Army. 

For more than fifty years Colonel Pal 
mer was an outstanding figure in busi- 
ness and financial life in Richmond. Two 
sons survive him, William H. Palmer, 
Jr., vice-president of the Virginia Fire 
& Marine, and Edwin A. Palmer, princi- 
pal agent, Mutual Assurance Society of 
Madison, Va. 

CREDIT ‘EXTENSION ‘RULING 

Insurance Commissioner Olaf H 
Johnson, of Wisconsin, has warned fire 
and ¢ asualty companies against diserimi 
nating in extending credit in the pay 
ment of premiums. He says credit can 
be extended without interest for sixty 
days, but after this period there must 
be an interest charge of not less than 
6 per cent. 


LUDLUM OF ON LONG TRIP 

Clarence A. Ludlum, vice-president of 
the Home, left yesterday for a vacation 
trip during which he will do considerable 
traveling as he will visit Banff, Lake 
Louise, Vancouver, Portland, San Fran 
cisco, Los Angeles and the Grand Can 
yon before returning to New York 


AVIATOR WITH HOOPES 
Herman Hoopes, Ine., of Philadelphia, 
has announced that it now has associ 
ated with it Gilmore Lee Tillbrook, for 
merly a — of the administrative 
board of the Carnegie Institute of Tech 
nology, Pittsburgh. Mr, Tillbrook is a 
well known aviator. 
STILL MAKING GAINS 
Writings of new life insurance by 
United States companies were 10.6% 
greater during the first six months of 
this year than of 1925, 





J. A. Giberson of Alton, Ill, who was 
in New York this week, is one the most 
ingenious of insurance agents, especially 
in his literature and advertising. Mr. 
Giberson was formerly president of the 
Illinois Association of Insurance Agents 
and is the most quoted small town insur- 
ance agent in the United States. 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent 


ASSETS , , ° 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 











GEORGE Z. DAY, Ass’t General Agent 


U. S. Statement December 31, 1925 


$7,400,761.92 
1,799,563.19 
763,725.88 
4,837,472.85 

















Like the dripping 
Of water on stone, 
the constant service 
year after year of 
The Home of New 
York has worn its 
way into the confi- 
dence of its thou- 


sands of agents and 
policyholders. 
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Hugh Saini Tribute 
To Harold Warner 


LOYAL TO HIGH PRINCIPLES 


United States Attorney of L. & L. & G. 
Trained to Meet Difficulties 
With Good Heart 


Hugh Lewis, evades manager at the 
home office of the Liverpool & London 
& Globe, paid a fine tribute to Harold 
Warner, the new attorney of the United 
States branch of the company, when the 
latter was about to sail for this country 
earlier this year. Here is. what Mr. 
lewis, a keen student of human nature, 
thinks about Mr. Warner: 

“One aspect of Mr. Warner’s career, 
to which | would call the special atten- 
tion of our younger friends here, is the 
experience his training has given him 
in handling difficult situations. One can- 
not be at the helm of a great business 
without having to face critical occasions, 
the issues of which are often fraught 
with anxiety. Mr. Warner has learnt 
to meet circumstances as they arise, and 
to overcome them, I need not remind 
you that one of the chief assets in life 
is to be cheerful in the face of danger 
and of difficulty. It is much to have 
nerve and a good heart when others are 
depressed. It is a happy fact that Mr. 
Warner’s training and his natural abili- 
tics have combined to fit him to meet 
such difficulties. 

Is Physically Fit 

“It is important to have health and 
strength, and we are thankful that our 
friend can stand the racket of hard 
knocks and hard work, and that he is 
physically strong and fit. However, for 
the comfort of any of you who may not 
be blessed with the same full measure 
of physical vigor, it is well to remember 
that it is not always to the physically 
strong that victories come. 


with Mr. Warner. 







THE EASTERN =m 
UNDERWRITER jeer 


“Mr, Warner is entering upon a diff 
cult task. I say this advisedly. He is 
entering upon the crucial test of his busi- 
ness life. I do not suggest that our 
great business in the U. S. A. presents 
any fundamental abnormalities or any- 
thing of that kind, but, all the same, 
the problems confronting him = going 
to try him to the full) . . Dun- 
can Reid, my ag gga anes col- 
league, is to be joint U. S. A. attorney 
In the persons also 
of Messrs. Anderson, Cartlidge, Laing, 
Cauty, Nottingham, Pepper (1 mention 
them in no order of precedence), and 
their lieutenants, Mr. Warner will have 
a body of executives around him of 
which he and all of us are very proud. 

“There are, | think, three great busi- 
ness virtues—eneryy, ability, and loyalty 
—and the greatest of these is loyalty. 
That loyalty Mr. Warner has. Loyalty, 
first of all, to the high principles within 
him—the things he knows to be true and 
straight. Loyalty to his employers, to 
his company, and loyalty to his col- 
leagues—yes, and to those over whom he 
has any sort of authority. Loyalty is a 
very essential part of life, and we could 
not be here with such a genuine sense of 
goodwill and friendship if Mr. Warner 
did not, in our judgment, possess it.” 


OPPOSE HYDE’S MOTION 


Counsel for the 160 stock fire insur- 
ance companies operating in Missouri in 
the 10% rate reduction ordered by In- 
surance Superintendent Ben C. tyde, 
and sustained by the Missouri Supreme 
Court on July 2, filed a brief opposing 
the motion of Hyde that the companies 
be required to put up additional bonds 
for the protection of policyholders and 
that they be compelled to commence 
impounding the excess premiums they 
have been collecting since his reduction 
order went into effect in November, 
1922. Superintendent Hyde would have 
the companies raise their bonds to 
$8,000,000. He would also have them 
start impounding the excess premiums 
at once. 
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O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Sec ‘retary 











WITH TRAVELERS FIRE 


K. L. McCallum Made Assistant General 
Adjuster; Has Been With Ad- 
justing Firm and the Home 

The Travelers Fire has appointed K. 
L.. McCallum as assistant general adjust- 
er, effective July 19. Mr. McCallum is 
a native of Brooklyn, New York, where 
he has resided nearly all his life. He is 
a graduate of Columbia University where 
he took a post graduate law course ob- 
taining his degree in 1919. In that same 
year he accepted a position as adjuster 
on the metropolitan staff of the Home 
of New York, where he remained until 
September 1, 1925, at which time he re- 
signed to accept an appointment on the 
adjustment staff of Windle, Burlingame 
& Dargan, Inc., of New York City. Mr. 
McCallum is terminating his connection 
with this concern to join the staff of 
The Travelers Fire. 

Mr. McCallum’s work has been of a 
widely diversified nature and he has 
practiced his profession in many of the 
Eastern States. He is well qualified to 
take up his new duties, which by natural 
aptitude and training he is well able to 
fill, 


FORMER SPECIAL HEADS BAR 

Frank M. Drake, formerly a_ special 
agent in Kentucky for one of the fire 
companies, and who later became a law- 
yer, has been elected president of the 
Kentucky Bar Association. 


FORM FLOATER CONFERENCE 


Tourists’ Baggage and Jewelry Under. 
writing Companies Join to 
Maintain Higher Rates 
After several months of conference 
work the Tourist Floater Conference has 
been formed by those companies which 
handle large amounts of such insurance, 
sy the terms of the agreement adopted 
last week the period of  rate-cutting 
which lasted for several years is ended, 
The rates actually were raised on June | 
but then only by individual action of the 
companies as the Conference was then 
in the formative stage only. The new 
organization will operate on a rate basis 
of two per cent. for domestic cover and 
three per cent. for the world wide cover 
on the Standard B form. The minimum 
premium will be $10. Commission rates 
will be based on 15 per cent. brokerage 
with overriding commissions for agents 

according to territory. 

The following were elected officers of 
this new organization which is now ex- 
pected to place tourist floater insurance 
on a profitable basis: President, Vin- 
cent L. Gallagher, America Fore Group; 
vice-president, L. C. Lewis, Insurance 
Company of North America; secretary, 
C. A. Bischoff, secretary of the seen 
Conference; executive committee, M. W. 
Morron, Actna, Charles E. Case, North 
sritish & Mercantile ; B. I Perrin, it. 


Automobile, Charles R. Page, Fireman’s 


Fund and Hawley Chester. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite — Vice-Pres. and West. 


A. H. Rvesteaer, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 
Organized 1855 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital ....$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 


Net Surplus. . 


8,536,871.80 
3,586,660.11 


Assets ... .$15,123,531.91 





Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


Te 
yd é. Vaughan, Secretary 


H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


Girard F. & M. 


INSURANCE CO. 


of Philadelphia 

Organized 1853 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital . .. -$1,000,000.00 
Reserve Reinsur- 
ance Fund and 


Reserve for all 
other liabilities 


Net Surplus. . 


3,213,098.14 
1,260,934.06 


Assets .....$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 














Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite a Vice-Pres. and West. 


eg rs " Sasiten, Secretary 
Hassinger, Secretary 
Welle T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 
of Philadelphia 
Organized 1854 

Statement January 1, 1925 


ASSETS AND LIABILITIES 
Capital ....$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities 2,575,127.95 
Net Surplus. . 1,000,362.98 


Assets .... .$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 














H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


gr. 

be A. Hathaway, Secretary 
H. Hassinger, ecretary 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 


of Pittsburgh, Pa. 


Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital ....$1,000,000.00 


Reserve Reinsur- 

ance Fund and 

Reserve for all 

other liabilities 3,751,385.75 
Net Surplus.. 501,427.56 


Assets .... . $5,252,813.31 
Policyholders’ Surplus 
$1,501,427.56 














LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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. K. Johnston, Jersey 
Department Man, Dies 


WAS FAITHFUL PUBLIC SERVANT 





Wrote Shortest Letters of Any De- 
partment Executive; With Gough 
Educated Many Commissioners 





Weakness following an _ operation 
caused the death last week in the Mc- 
Kinley Hospital at Trenton, N. J., of 
Thomas Kinney Johnston, Deputy Com- 
missioner of Banking and Insurance. He 
was the state’s oldest employe in the 
point of service, having begun in 1870 
as secretary to the late Henry C. Kel- 
sey, then secretary of state of New 
jersey. Mr. Johnston entered the De- 
partment as its first deputy under Col- 
onel George Harvey, who later became 
ambassador to England, and has been 
the friend of several presidents. That 
was in 1891. 

Recently the Department has been re- 
organized by legislative fiat. Mr. John- 
ston was made deputy commissioner in 
charge of banking and c.. Ae Gough 
deputy commissioner in charge of insur- 
ance. Another man was made deputy 
commissioner in charge of building and 


loan associations. Actuaries also have 
been appointed. 
Two Faithful Servants 
Messrs. Johnston and Gough were 


two of the most faithful of all insurance 
departmental men, Mr. Gough being con- 
siderable of a veteran, too. It has not 
been the practice of New Jersey gov- 
ernors to appoint insurance men as head 


of the Department of Insurance and 
Banking. Sometimes these executives 


have been lawyers; sometimes bankers. 
3ut whatever their former connection 
they have always found most helpful as- 
sistants in Messrs. Johnston and Gough. 
As soon as the new commissioner was 
installed the two deputies would get busy 
and proceed to educate him along insur- 
ance lines in a most patient and pains- 
taking manner. In a surprisingly short 
time the incumbent would know the sit- 
uation. 

The New Jersey Department has al- 
ways gone its way without startling in- 
novations or sensational trimmings. 
Broadminded and liberal it has had in 
mind that its chief object is the protec- 
tion of the public. The work has been 
overwhelming as it was not only neces- 
sary to keep insurance steered on the 
right road, but finance and building and 
loan operations also. Despite cramped 
offices the deputies kept cheerful, doing 
the best they could without complaint. 
Their power has been great and there 
have been many times when they could 
have embarrassed the insurance business 
by encouraging radical and half-baked 
legislative projects. This they avoided, 
but at the same time they remained on 
good terms of relationship with the leg- 
islatures. Possibly they have succeeded 
so well because they have not made it a 
practice to run to the legislature asking 
favors and legislation. Their sympa- 
thetic co-operation with the insurance 
companies in the administration of the 
Ramsay rating act was a fine type of 
public service. 

Brief Letter Writer 


The New Jersey insurance department 
probably writes fewer letters than any 
department in the country. Mr. John- 
ston was a particularly brief letter 
writer, Ordinarily he could answer a 
letter in two or three lines, and he never 
indulged in philosophy nor did he preach 
sermons. He is survived by a widow, 
two daughters and one brother. 





TRAVELERS’ NEW WAREHOUSE 
The property formerly occupied by the 
Capitol City Lumber Co., on Front street, 
in Hartford, has been purchased by The 
Travelers, upon which they will erect a 
three-story building to be used for ware- 
Ouse purposes. The new building will 
€ an extension of the building recently 
frected for the printing and supply de- 
partment of The Travelers. 
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CARE OF SPRINKLERS 


I. G. Hoagland Says Property Owners 
Must Know More About Operation 
of Their Equipment 

Circumstances of the recent fire in the 
sprinklered plant of the Frankelite Com- 
pany, Cleveland, Ohio, indicate the need 
of a consistent campaign of education 
among property owners in the care and 
maintenance of automatic sprinkler sys- 
tems, also among fire departments in the 
conduct of operation at fires in  sprin- 
klered properties, says I. G. Hoagland, 
of the National Automatic Sprinkler As- 
sociation. 

At the time of the fire, a gang of men 
of a sprinkler company were at work in 
making some repairs and had the water 
turned off the sprinkler system. The fire 
started in an incinerator and the em- 
ploye of the plant, who was there, in- 
stead of giving an alarm attempted to put 
the fire out. One of the sprinkler men, 
hearing the racket, went to investigate 
and as soon as he saw what the trouble 
was hurried back to the place where re- 
pairs were being made and immediately 
the disconnected pipe was capped and 
the water turned on. 

When the fire department responded. 
the chief officer gave orders to shut off 
the sprinkler system. If this had not 
been done and the fire department had 
connected to the fire department connec- 
tion, it is authoritatively stated that the 
fire would not have gotten beyond con- 
trol of the sprinkler system. 


AGENTS DISPLAY AT EXHIBIT 

The Board of Trade of Tampa, Fla., 
recently conducted a campaign whereby 
all of its members were requested to 
make exhibits of their products and 
what they sold. The week was called 
“Let’s Know Tampa” week. Out of 106 
agents in Tampa, in the insurance busi- 
ness, the Savarese Insurance Agency, 
which represents the American of New- 
ark, were the only insurance firm to take 
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advantage of the opportunity. The ex 
hibit, which was arranged by Miss Mad 
celine Savarese, consisted of leaflets and 
posters which had been filed in’ their 
office. 


LOUISVILLE BOARD ACTS 

The Louisville (Ky.) Board of lire 
Underwriters at its recent annual dinner 
meeting called for enforcement of the 
Milwaukee Declaration and the prinet- 
ples of the National Association of In- 
surance Agents. “We believe,” said the 
toard, “that unless the officers of the 
National Association enforce the spirit 
of the Milwaukee resolution the National 
Association will drift into the form of 
a civic organization and cease to give to 
the local agents that measure of protec: 
tion that we feel is essential.” It will be 
recalled that Louisville has always been 
the stormcenter of the bank agency reso 
lution. 


GEORGE W. TAYLOR DEAD 
George W. Taylor, one of the best 
known insurance brokers, died recently 
at Camden, Me., at seventy-nine years 
of age. For years he placed the Ameri- 
can Agricultural Chemical lines. His son 

Edward will continue the business. 
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What is a 
Life Underwriter? 


One who executes and delivers a life insurance policy. 


In 


other words, a person whose business it is to offer the known 
benefits of life insurance to individuals, to corporations, to 


partnerships, etc. 


But further, the life underwriter is one who must convince 
those clients of the benefits offered. This means stimulating 
contact with human character and with large affairs. 
underwriters prefer the game of character and deal mainly 
Others prefer affairs. 


with individuals. 
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Some 


To them is open 


the great field of business insurance. 


Furthermore, the business of life underwriting pays highly 


for initiative and ability. 


And still more, the life underwriter offers to his clients a 
commodity which has no risk in it, does not deteriorate, 
and adds no burden of mental worry. The life underwriter 
sells absolute security, the foundation of serenity of mind. 


A Strong Company. 
Over Sixty Years in 
Business. Liberal as 
to Contract, Safe and 
Secure in EveryWay 


Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





Luncheon Given To a 
Courteous Young Man 


HONOR NATIONAL BOARD MAN 
Fred J. Breen’s Twenty Years of Service 
With Institution; Associates Present 


Him With Gifts * 





Members of the staff of the National 
Loard of Fire Underwriters gave a 
luncheon last week at the Drug & Chem- 
ical Club to Fred J. Breen, executive as- 
sistant of the Board, on the occasion of 
his twentieth anniversary in the service 
of the organization. As tokens of friend- 
ship from his associates Mr. Breen re- 
ceived a high-speed camera and a Wa- 
terman writing set. Mr. Breen is like- 
wise wielder of the goose quill of the 
New York City pond of the Blue Goose. 
To most insurance men he is known as 
the exceedingly likable and courteous 
young man who receives. visitors who 
come to the National Board rooms. 

There were twenty-three members of 
the National Board’s staff at the lunch- 
eon, They were: General Manager W., 
lk. Mallalieu, Professor Ira Woolson, 
ccnsulting engineer; his assistant, Frank 
Atcott; Counsel J. H. Doyle, William 
Kobertson, of the law department; As- 
sistant Chief Engineer A. C. Hutson, H. 
kK. Newell, John Ashmead, J. H. How- 
land and R. C. Dennett, all of the engi- 
neering staff; Frank Morgaridge, man- 
ager of the arson bureau; his assistant, 
William Ryan; D. Alfred Fleming, head 
of conservation; Thomas Mellvaine and 
Ralph Richmond, public relations depart- 
ment; C.-L. Simpson, actuarial bureau; 
his assistant, H. D. Sawyer; C. T. Bis- 
sell, James V. Baker, F. W. Grant, 
Joseph Ff. Gillese, George Paris. 

General Manager Mallalieu and Pro- 
fessor Woolson were among those who 
spoke at the luncheon on Mr. Breen's 
service during the last score of years. 
They have been faithful services 
the luncheon demonstrated that 
were appreciated. 


and 
they 


MEMORIAL COMMITTEE 


President C. A. Ludlum of the West- 
ern Union has appointed the following 
committee to prepare a memorial on the 
late Charles F. Mullins: Whitney Pa- 
lache, John Marshall, Jr., C. W. Higley, 
H. ©. Eddy and Charles E. Dox. Mr. 
Mullins died recently in San Francisco. 


ELECT SEVEN NEW MEMBERS 

Seven new active members were elect- 
ed to the New England Insurance Ex- 
change at the July meeting held last 
Saturday in Boston. They were G. A. 
Johnson, Travelers Fire; T. L. Jones, 
National Union; W. G. Matz, Republic 
Fire; L. R. McCormick, Insurance Com 
pany of North America; Frank Mills, 
Travelers Fire; J. Guy Richardson, Fire- 
men’s Fund, and E. Layton Saunders, 
Independence Fire. 


MRS. R. C. CHRISTOPHER DIES 

Mrs. Eugenia S. Christopher, wife of 
Richard C. Christopher, United States 
manager of the Caledonian, died at 
Hartford last Friday. She is survived 
by her husband, her son, two brothers 
and two sisters. 
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Preparedness 


HE network of wires that cover the country is constantly 

bombarded by the elements. Each outbreak finds a corps of 
men ready to maintain these peacetime “lines of communication” 
in face of the utmost danger. 


Le A EN ERR a tee LE 


Preparedness for emergencies is the watchword. 
Our telephone and telegraph companies are naturally, therefore, i 
° ° . \ pens 

strong believers in the greatest of all forms of preparedness — : ) 


J \ — too 
insurance. They study its advantages carefully. They provide wow i 


against fire wherever and whenever it is liable to crop up. They set 


on anemones 


" : : } buil 
a pace for the nation both in adequate coverage and prevention. 
As insurers on a tremendous scale this great industry is another om 
of the bonds that connect the Liverpool and London and Globe a 
| with every phase of the Nation’s progress. 
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Broker Writes Beha 
On Free Insurance 


SEES NO SERIOUS SITUATION 





Joseph Gladstone Says Credit System 
Must Be Employed to Maintain Big 
Volume of Business 





Joseph Gladstone, a New York City 
insurance broker, has written a letter to 
Insurance Superintendent James A. 
Beha on the subject of the “not-taken” 
fire insurance policy evil, defending the 
system of extending credit on policies 
and saying that the “not-wanted” policy 
problem is not half so serious as it is 
made out to be. He contends that there 
must be a certain percentage of policies 
returned without any earned premium 
being paid, just as in other lines of busi- 
ness companies have to stand credit 
losses as a factor in the widespread cred- 
it system now used, and which has 
helped American business to expand rap- 
idly. 

Mr. Gladstone says the broker should 
not be penalized by the Insurance De- 
partment for returning policies not- 
wanted, so long as he doesn’t deliberate- 
ly try for free insurance. His letter to 
Superintendent Beha follows in full: 

“Dear Sir:—After reading the reports 
of the discussion published in various 
trade papers, one is prompted to say, 
‘What’s all the shootin’ for?’ Is the 
business of insurance still in its infancy 
that so much commotion can be stirred 
up at so late a date as this? Surely 
enough years have elapsed by now for 
such a problem to take care of itself 
from long years of practical experience. 

“If there really are brokers that delib- 
erately disregard the value of two 
months’ insurance by replacing policies 
elsewhere at the expense of companies, 
I cannot imagine that such a class of 
representatives constitute more than a 
mere handful. Needless to say such a 
broker deserves severe censure and sub- 
sequent revocation of license, if discov- 
ered repeating. 

An Unavoidable Condition 

“The cancellation of policies, however, 
after they have been in force two months 
or more for non-payment of premium is 
entirely an unavoidable condition and 
should not be looked upon with suspicion 
though some apprehension may be war- 
ranted. The broker although he repre- 
sents the public, acts also as an interme- 
diary between the company and the cli- 
ent. He is not compensated merely for 
the collection of the premium, but rather 
for the services he renders in executing 
an order, finding the right market, etc. 
The collection of the premium by the 
broker has become an obligation or re- 
sponsibility by custom and that custom 
and facility is quite a savings to the com- 
panies that should not incur the slight- 
est penalty if a policy happens to be 
cancelled for non-payment of premium, 
any more than a producer in other kinds 
of business suffers if his customer hap- 
pens to be slow in paying a bill. 

“To expect 100% collection is entirely 
too much to anticipate not only in the 
business of insurance, but in any other 
line as well. The marvelous growth of 
insurance in this country has been partly 
built up on the facility of credit and 
race period. If fire and casualty poli- 
cies could not be delivered to assureds 
except on payment of premiums, I ven- 
ture to state that not one half the busi- 
ness would now be in force. The credit 
and grace period therefore has been a 
very practical factor in helping to pro- 
duce the tremendous volume that is now 
in force. Without that volume, many 
companies, agents and brokers would be 
obliged to close up shop. 

The margin of compensation allowed 
to brokers is entirely too low now to 
tender a real adequate service—and if 
the financing of premiums for assureds 
was made necessary, I could conceive 
NO greater chaos and loosening of ethical 
standards. The business would then be 
Purely a money and rebating question in- 
stead of a professional and ethical serv- 
ie, My advice therefore is to leave 


well enough alone and let such routine 
matters be taken care of as well as pos- 
sible, bearing in mind always to mini- 
mize cancellation of policies for non-pay- 
ment of premium as much as possible. 

“Who suffers more when a policy is 
cancelled for non-payment of premium— 
the company or the broker? In my opin- 
ion the brokers’ loss is far greater, He 
receives little if anything for his time, 
service and expense in effecting a can- 
celled policy. It is certainly much cheap- 
er to write a policy than it is to develop 
the business—the broker is therefore the 
chief sufferer and makes no complaint 
of loss of his compensation fee. In most 
all other lines if an order is delivered 
the salesman or producer is paid whether 
the bill is collected or not and the firm 
takes the risk of the credit. Why should 
insurance be transacted otherwise and 
particularly without an adequate time 
period. If premiums were required to 
be paid on an individual basis instead 
of by statements representing a group of 
premiums, the expense of such a proce 
cure would be too costly not only to 
brokers and companies but in the end 
would react against the public. This is 
another phase that seems to be over 
looked. A certain percentage of busi- 
ness is bound to be cancelled for non- 
payment of premiums, not because of any 
laxity or indifference on the part of the 
broker, but for a number of reasons 
which each assured may find necessary. 
Not infrequently the assured has not the 
money just when the premium is due. In 
many instances the assured finds that he 
does not need the insurance and thinks 
because he has not paid the premium the 
poiley is not in force. 


Companies Must Renew Policies 


If expiration letters were sent out to 
all assureds to inquire whether a renew- 
al is wanted, I doubt if 10% would reply 
in time to deliver the policy before the 
due date. The companies as well as 
agents and brokers would be worse off. 
It has been found more economical to all 
parties to renew policies automatically, 
than to wait for assureds to reply. If 
85% of policies renewed automatically 
are paid for, I consider such a propor- 
tion a decided favorable result. To en- 
force collection of premiums upon de- 
livery of policies or within ten days 
would destroy a business that is funda- 
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NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over a 
Century in protecting the interests 
of policyholders and agents. 


Agents Wanted Where Not 
Represented 














mentally built up on averages. Why 
change from present economic credit re 
sults to chaos and complete disregard 
of ethics that we are striving so hard 
to uphold? ‘Let well enough alone.’ 
“The whole of American prosperity 
has been made possible as result of time 
and credit convenience—to change such 
a valuable development factor to a cash 
basis would be ruinous not only to in 
surance but to business as well, for busi 
ness depends upon insurance for mer- 
chandising credit and if business did not 
happen to have sufficient money to pay 
for policies on delivery the entire system 
of merchandising credit would be retard 
ed and consequently production would 
suffer in proportion. ‘The only feasible 
way of obviating cancellation or policies 
for non-payment of premium is through 
friendly co-operation. No other remedy 
has thus far been found more desirable 
and practicable and | offer that recom 


mendation as the only expedient method 
ol minimizing cancellation of policies for 
fiwn-payment of premium. This is not 
io say that companies should grant free 
lusurance. Earned premiums should be 
collected, but to penalize brokers after 
spending money and rendering a service 
without receiving anything for their 
t.ouble is most unjust and not consistent 
with equity.” 

BOSTON FIRE COMMISSIONER 

Kkugene C. Hultman, chairman of the 
special Massachusetts State Commission 
cn the Necessaries of Life, was last 
week confirméd by the Civil Service 
Commission as fire commissioner for 
Boston. He was recently appointed by 
Mayor Nichols. His pay as fire com- 
missioner is $7,500 annually. Mr. Hult- 
man is a resident of Quincy and is a 
graduate of the Massachusetts Institute 
of Technology. 
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GENERAL FIRE ASSURANCE CO. 


of Paris, France 


URBAINE FIRE INSURANCE. CO. 


of Paris, France 


EAGLE STAR & BRITISH DOMINIONS 
INSURANCE CO., Ltd. | 


of London, England 


Underwriting Service Throughout The United States 4 
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LUCIUS J. HENDEE 


1866 FIFTH PRESIDENT 1888 





“BUILDERS 


HE builders of AiTNA are countless. 
Shaping its growth, guiding its progress, 

in the front rank there have always been 
stalwart figures: Morgan, Perkins, Brace. . . . 
Ellsworth, Ripley, Alexander . Hendee, 
Goodnow and Clark. . . these names have been 
giants in the world of insurance leadership. 
But. . . supporting these leaders, a 
countless army has toiled with faith, persever- 
ance and courage. In tiny 
hamlets and great metropolitan 
centers. throughout the 
length and breadth of the con- 


tinent .... these earnest men 


~ JEtrna INSURANCE COMPANY 





‘OF -E TNA’ 


and women who have been building the 
“Good Old Aitna” for 107 years have contri- 
buted more than can be measured. 

Agents, brokers, directors; officers, stock- 
holders, policy holders; stenographers, porters, 
office boys... . it makes little difference how 
they are called. These are but the grades of 
rank. Belonging to them all as a solid, 
closely knit body, is the far more significant 
title of “BuitpErs oF AiTNA.” 
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Northern Assurance Manager Interviewed 


(Continued from Page 1) 


floor of that building where the execu- 
tives have their offices. The rooms are 
done in Colonial style and are charming 
and the company is to be congratulated 
upon being able to carry out so effec- 
tively the architectural period of the 
earlier days in such a way as to fit in 
with modern business requirements.” 
Adequate Rates Must Prevail 

Mr. Mackay said he preferred not to 
give any extended comments on Amer- 
ican insurance conditions as they im- 
pressed him, for the reason that being 
from abroad this might be regarded by 
American insurance men as in question- 
able taste. He said that there were cer- 
tain facts about the American situation, 
however, which were so obvious that he 
did not object to making brief com- 
ment upon them. 

“As Mr. Kurth, president of your Na- 
tional Board, recently so clearly demon- 
strated,” said Mr. Mackay, “there is no 
underwriting profit in the fire insurance 
business of the United States. The red 
letter percentage grows larger, and it is 
no wonder that the insurance men on 
your side of the water are analyzing so 
seriously the situation and trying to im- 
prove it. Since the war, fire insurance is 
the only business where the unfortunate 
fact presents itself that the cost of con- 
ducting the business is higher and the 
rate of premium the companies receive 
for the protection or commodity offered 
is lower. Fire insurance in America is at 
the present time on an unsound _ basis 
from an economic standpoint. 

“It is neither logical nor fair to per- 
mit such a state of affairs to continue. 
The answer is that rates should be high- 
er. I found in my talks here to insur- 
ance men a general opinion that more 
adequate rates should and must prevail.” 

Mr. Mackay did not care to make any 
comments relative to the new Eastern 
Underwriters’ Association now under 
way, but he did say that he noticed 
with much satisfaction a growing tend- 
encv here of insurance men getting to- 
gether. 

“It is the development of the 
of camaraderie, a spirit which, in my 
opinion, should be cultivated as much as 
possible,” he said. “Fire insurance is not 
a‘long hand’ business; it cannot be suc- 
cessfully conducted by a policy of isola- 
tion or ‘every man for himself.” We 
have too much in common. The move- 
ment for the new Eastern Association 
is also a most desirable step in that di- 
rection. In Great Britain, too, the rela- 
tion between the companies is growing 
closer all the time. The trend toward 
an international insurance spirit has been 
shown in several instances by confer- 
ences between American, Canadian and 

‘ritish officials on matters in the United 
Mates as well as other countries.” 

Burdensome Taxation Demands of 

States 

When it comes to discussing expenses 
of operating fire insurance in this coun- 
try, Mr, Mackay said the subject was 
0 big and important and had so many 
ramifications that it could not be satis- 
factorily discussed in a newspaper inter- 
view, even if he had any inclination to 
discuss it for publication. 

“Il will say, however, that taxation de 
mands of the various states in the United 
“ates are extremely burdensome, and I 
am glad to know that the subject is be- 
ing agitated by the Insurance Division 
of the U nited States Chamber of Com- 
merce,” he said. 

Mr. Mackav expressed pleasure in the 
growing popularity of the Insurance In- 
‘tute here. The similar organization in 
England, he said, had been verv success- 
fil and of considerable benefit to the 
business which is in no small measure due 
lo the interest taken in its work by im- 
portant officials of the companies. 

Mr. Mackay’s C-reer 

Mr, Mackay is a Yorkshireman by 
bith ant’ a Sentsman bv deccent. He is 
4 son of the late Dr. William Murray 
Mackay, of Rosedale Abbey, Yorkshire, 


spirit 


and was educated at Epsom College, 
where he captained both the cricket and 
football teams. 

Mr. Mackay’s early insurance training 
was gained with the Ocean. 

In 1896 he joined the Lancashire at 
Newcastle, and five years later was ap- 
pointed chief life inspector at Leeds for 
the Royal, with which office the Lan- 
cashire had in the meantime been 
merged. In 1906 he went with the Lon- 
don & Scottish as agency manager, two 
years later becoming submanager and 
secretary, and in 1909 was appointed 
general manager. 

He has traveled widely, knowing the 

sritish Isles in detail, and having made 
numerous trips to the United States and 
Canada, as well as throughout the Union 
of South Africa. 

In his early days, Mr. Mackay was a 
splendid Rugby football player. In later 
years he has been most proficient at 
tennis and golf. 

Northern’s Great International 
Reputation 

The Northern Assurance is one of the 
great international insurance companies 
which in its time has absorbed quite a 
number of other insurance companies 
until, at the present time, it has assets 
of more than £22,250,000. 

The Northern is the head of a group 
of companies which includes the follow- 


ing offices: London & Scottish, Indem- 
nity Mutual Marine Assurance, Provi- 
dent Accident & White Cross Insurance, 


World Marine & General Insurance, Na- 
tional Guarantee & Suretyship Associa- 


tion, and Royal Scottish Insurance. Dur- 
ing the year 1925 the Provident Acci- 


dent & Guarantee 
the White 
Lid., were 


Company, Ltd., and 
Insurance Association, 
amalgamated under the title 
of the Provident Accident and White 
Cross Insurance Co., Ltd., and the busi- 
ness of the Medway Insurance Com- 
pany, Ltd., was completely merged with 
that of the Northern. 

The Northern has some of the 
distinguished men in Great 
its boards. For instance, 
deen board there is the 
ness, C.B.E.; on the 


Cross 


most 
sritain on 
on the Aber- 
Earl of Caith- 
London board, the 


Right Hon. Lord Stanley, of Alderley, 
K.C.M.G. Trustees for the debenture 
holders of the Northern include the 
Duke of Richmond and Gordon, K.G., 
G.C.V.O., C.B., and the Right Hon. 
Lord Revelstoke, P.C., G.C.V.O.  Brig.- 


General the Hon. 
CVO. CBE: is 


Everard 
one of the 


Jaring, 
members 


of the London office. 
Among the branch offices of the 
Northern outside of Great Britain are 


those at Alexandria, Buenos Aires, Cal- 
cutta, Cape Town, Melbourne and Mon 
treal, with sub-branches at Adelaide, 
Auckland, Bloemfontein, Brisbane, Dur 
ban, Johannesburg, St. Louis, Sydney, 
Wellington, Winnipeg, Port Elizabeth. 
The company had its origin in 1836. Its 
head office was moved from Aberdeen 
to London in 1865. 

For a great many years the 
has been one of the 
British companies 
United States. 


Northern 
best known of the 
operating in the 


DIVIDES LOCAL TERRITORY 

The Agricultural has appointed George 
A. Hill, Jr.. of New York City, as man- 
ager of its suburban department out- 
side of New York, and J. J. McGivney, 
also of this city, as manager of the New 
York suburban territory. Mr. Hill is 
special agent of the Springfield Fire & 
Marine in charge of the New York 
brokerage binding department. Mr. Mc 
Givney has been in insurance for several 
vears. 


N. F. P. A. MEETING 
The thirty-first annual meeting of the 
National Fire Protection Association 
will be held May 9 to 12 inclusive, 1927, 
at Memphis, Tenn. 


Negligible Insurance 
Loss on Jersey Fire 


GOV’T PROPERTY UNINSURED 





Most Private Property Damage Done by 
Concussion and Shells; 
Plate Glass Claims 


Some 





Despite the destruction by explosions 
and fire of nearly $100,000,000 worth of 
property as a result of the munitions 
arsenal disaster at Lake Denmark, N. J., 
fire and casualty companies will suffer 
scarcely at all. Insurance losses are ex- 
pected to be negligible. Property valued 
at over $93,000,000, including vast stores 
of ammunition and more than 200 byjld- 
ings, which was totally destroyed, be- 
longed to the United States Government 
and was not insured. 

In the area outside the Government 
arsenals the destruction was caused prin- 
mere by concussions following res 





INSURANCE LUNCHEON CLUB 


Only Club of Its Kind in Jersey City to 
Continue Meetings During 
Summer 
The Insurance Luncheon Club of Jer- 
sey City, whose membership is made up 
entirely of insurance agents, have voted 
to continue their monthly meetings dur- 


ing the summer months at the Down- 
town Club, in the Union Trust Building. 
The meetings are informal, but a num- 


ber of interesting questions and prob- 
lems are discussed among the members 
and at various times a speaker of note 
addresses the members on the questions 
of the day. 

The club was organized about six 
months ago and is rapidly increasing in 


membership and gives promise of be- 
coming a powerful factor in insurance 
matters in New Jersey. John H. Ward. 


of Nelson & Ward Co., 


is president of 
the organization. 


sions and by falling shells. These losses 
are not covered under ordinary fire poli- 
cies unless fire followed the striking of 
a building by a falling shell, and then 
only the damage directly attributable to 
the fire would be insured. Few persons 
carried explosion insurance in addition 
to their fire policies, as there had been 
no munitions disasters in that part of 
New Jersey for several years. 

The only fire policies which may be- 
come claims are those covering the mine 
works of the Replogle Ore Works at 
Mt. Hope, N. J. This plant, it is said, 
was set on firé by burning embers 
thrown by the explosion from the main 
naval arsenal. The insurance is $349,000 
and the loss estimated at $250,000. 

Companies writing plate glass insur- 
ance will be called upon to pay several 
thousands of dollars in losses, as_ the 
plate windows of stores in many towns 
adjacent to the arsenals were blown out 
by the force of the explosions. Hun- 
dreds of smaller windows were similarly 
destroyed but these are not covered un- 
der plate glass policies. 


RICHMOND EXCHANGE MEETS 


Officers of the Insurance Exchange of 
Richmond, Va., were elected as follows 
at the annual meeting held Julv 9: Wil- 
liam T. Johnson, president; Herbert B. 
Race, vice president; and Archer L., 
Richardson, secretarv-treasurer (re- 
elected). These with the following com- 


prise the new board of directors: Otis 
M. Alfriend, J. Leach Wright, T. Gar- 
nett Tabb, Irving J. Straus. Reports of 


retiring President Tabb and Secretary- 
Treasurer Richardson outlined activities 
during the past year. Several new mem- 
bers were admitted during the year. 


PHILADELPHIA CHANGES 
Seidler & Bookmver, Inc., of Phila- 
delphia, have taken the agency of Royal, 


formerly in the office of W. W. Lee & 
Sen. and Bowker & Houseworth have 
relinanished the agency of the Colum- 


bian National. 





This Company 
engineering 


fire risks. 














Why not try 
this service? 


is equipped to offer 
service 
for the improvement and protection of 
We have a trained staff, 
which is at your service. 


THE ALLIANCE 


INSURANCE COMPANY 
of Philadelphia 


and suggestions 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1926 


ASSETS LIABILITIES 
Bonds and Mortgages__ $234,850.00 Capital _.._.-_.._-__-- $3,500,000.00 
U.S. Liberty Bonds.--- 509,100.00. Surplus ___-_-_-_-___- 24,161,943.85 


Reinsurance Reserve__ 20,265,572.738 
Losses in Course of Ad- 


Government, City, Rail- 
road and other Bonds 


and Stocks. _.....--- 50,391,606.30 justment __________- 6,839,580.00 
Cash in Banks and Of- Commissions and other 

| Re en 2,318,482.41 ice rect es 7,150,000.00 
Premiums in Course of Reserve for Taxes_ --__- 1,005,000.00 

Collection ____-.---- 8,662,122.87 Reserve for Deprecia- 
Interest Accrued __-__-_- 148,180.80 Re ees 5,000,000.00 
Reinsurance Recover- 

able on Paid Losses_ - 157,804.20 

$67,922,096.58 $67,922,096.58 





Twenty-seven Years’ Progress 


ASSETS RESERVE SURPLUS 
Dec. 31, 1899 $529,282.59 $26,832.54 $3,038.94 
Dec. 31, 1920 42,765,374.55 16,593,764.16 11,361,311.89 
Dec. 31, 1925 67,922,096.58 20,265,972.73 24,161,943.85 


Surplus to Policy Holders - $27,661,943.85 





C. E. JAMESON, President 
LYMAN CANDEE, Vice President 
J. H. MULVEHILL, Vice President and Secretary 
W. L. LINDSAY, Secretary 
A. G. CASSIN, Assistant Secretary 


W. H. PAULISON, Vice President 

J. D. LESTER, Vice President 

A. H. WITTHOHN, Secretary 

M. J. VOLKMANN, Local Secretary 
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Collection System “On the back of the white slip, used FREE INSURANCE MEETING 
for the ledger record, is printed a form —— 
That Has Worked with numerals from one to thirty inclu- Committee of Ten Local Managers Meets THE HANOVER 
sive. When the red slip is put ahead in With Superintendent Beha to Dis- 
GETS THE OVERDUE FREMIUMS the tickler file, the date on which it is cuss Solution to Evil FIRE INSURANCE COMPANY 
ee to come up for further attention is oe i ; : . ‘i 5 rae 
New York State Agencies Employ marked on the back of the ledger account The special committee of ten local fire Conti y in since 1852 
: Series of Colored Slips to slip. Dates in the current month are and casualty managers, appointed by The real strength of an insurance com- 
Send to Assureds merely checked and if it goes into the Insurance Superintendent James A. Beha pany is in the conservatism of its man- 


agement, and the management of THE 
© Weta” Wola aon laa tte ani - HANOVER is an absolute assurance otf 
of New York to formulate plans to re the conustey of ty poles. 


on second month the date is encircled.” 
Recognition must be accorded the lo- 



































eal agent who has built up a successful FLORIDA FIELD CHANGE ; duce the free aaeeaienmts evil, caused by CHARLES W. HIGLEY, President 
collection system. ‘This inability to get W. J. Young, formerly state agent of the return of policies as “not wanted MONTGOMERY CLARK, Vice-President 
policyholders to pay their premiums on the National Liberty in Florida, has with no earned premiunis paid, held its . G. HOLLMAN, Secy. 

time or even within a reasonable time been appointed state agent for the St. first meeting last. Friday. Herbert SG. H. rs Siva” ae. 
after contracts become effective is a Paul Fire & Marine, the Mercury and Maxson, vice-president of the America A. E. GILBERT, Asst. Secy. 
‘ommon complaint, Nearly every agent the St. Paul-Mercury Indemnity for Fore Group, was elected chairman and HOME. OFFICE 

is willing to talk for hours on the diffi- Florida, | with headquarters at Tampa. W. S. Reynolds, of the Central Fire Hanover Bldg., 34 Pine St. 
culties he encounters on collections. He lhe business has heretofore been super- Agency, secretary. The committee dis- NEW YORK 

has to spend so much time on getting vised by A. H. Underwood of Atlanta, cussed ways of recording the names of Howle, Jarvis & Wright, Inc., Gen’l Agts. 
money that belongs to him, time which Ga., and John L. Barber, of Birming- — brokers who constantly return large Metropolitan District 
otherwise could be devoted profitably to ham, Ala. The latter two will continue numbers of policies as “not wanted.” — 81 JOHN STREET NEW YORK 
producing new business. So when an __ to supervise the business im their respec- Those on the committee include, in 5 ee en eee 

agent has a system which works it tive states. addition to Mr. Maxson and Mr. Rey- 

should receive publicity. - _ nolds, Bennett Ellison, of Hoey & Flli- —— — 

i > é : ai FIREMEN HOLD DINNER son; V. P. Wyatt, of the Home; W. H. 

The Boston and Old Colony compa Oey eee on mee eat teal § the Mort: River: Walter Howe INSURANCE 

nies Of Boston say that at least two 1¢ iremen’s Mutual Aid Associa rain, of the North River; Walter Howe, 

prominent agencies in New York State tion, which includes paid members of the of the Liverpool & London & Globe; HARRY C. FRY, Jr., President 

have solved the collection problem. These North Hudson (N. J.) town departments A. | Ross | Hanners, of _the Commercial : 
are the agencies of Bruns, Allis & held their annual dinner last Tuesday Union; Thomas J. Grahame, of — the 307 FOURTH AVENUE PITTSBURGH 
Munns of Syracuse, and Clinton J. evening in Union City, N. J. Fire Com- Globe Indemnity ; William J. Kelly, of LOGUE BROS. & Co., Inc. 
Ayres of Saranac Lake. Describing the missioner Wilfred Turner, of Union City, the Maryland Casualty, and John Me 

system used by Mr. Ayres, the “Ac was the principal speaker. Ginley, of The Travelers. ———_—_ 

celerator,” published by the Boston, 

says: 


“He makes up his accounts with a bill 
and three copies, making four in all. 
These forms are three by six inches in 
size. The bill itself is blue; the first 
copy is white and it is used for the ledg- 
er account; the second copy is used for 
the expiration record and is either buff 
(one year) or pink (three year); the 
third copy is red and is used for a fol- nities 
low-up on the ledger account. 


Different Colored Vouchers 


€ 
“The blue voucher, or statement, is { 
mailed with the policy, if it is new. In he Magic f Trunk 











the case of renewals, the policy is mailed 
or delivered to the assured two or three 
weeks prior to its date of inception and 


the statement is mailed on the date the is ' . a01C . i i arr 

Me takes eiccs Velccunse tx | There is an old fairy tale about a magic trunk that at his wish carried 

delivery is made at the bottom of the its owner wherever he wanted to go. 

statement, as follows: ‘The above pol- 

icy becoming effective today was deliv- i i 

ge to —_ mei by the date. , Of course, we know that it is not a true story. We know that 
‘or collections, the most important 0 ° * . Pe, ae ‘ 

eile: forms ts dhe red lollowonn alle: traveling with a trunk or any luggage is no wishing matter. It is a 

This is filed ahead twenty days from ; ae 

lit: the setlie Weccuass eae 9s worrying matter. The hazards that threaten our baggage, as it is trans- 

aremittance has not been received at 


orted by motor, train or steamer, are many. 
that time, a form headed ‘Insurance In- P y 3 oe pe 


voice’ is mailed to the assured. 


iin the event that no payment has Every citizen of your community should have a Personal Effects 
re ade seven days atcr, a orm . + 

Your Insurance Premium Is Due,’ is Floater policy, necessary all the year round. It affords them protection 
sent out. This is followed a week later . . . . 

hthe form, ‘Final Notice.’ T pitied for their personal belongings when these are outside of their permanent 
a'5 Day Cancellation Notice’ is mailed - ; " ; : 
me week after the “Final Notice. Some residences or in storage, or in the customary garage premises. There is 
these collection notices were. origi- nothing better to offer your clients than a Personal Effects Floater policy 
nated by Bruns, Allis & Munns of Syra- ; ; : 

cuse, N. Y., who permitted Mr. Ayres to in the First American. 

ge Gees to his needs. 

“When there is some doubt whether ; — - ; ” ea 

he assured is at his original address, A revised edition of “Your Personal Effects” fully explaining the 
and also when the premium is small, the >) ' istri ' ‘ : . 
Sic belt: i the office. 1h the pee. Personal Effects Floater is ready for distribution. Have you written for 


mum is not paid within five days of 
‘ending the ‘5 Day Cancellation Notice,’ 
the policy is returned to the company 
lor cancellation. Of course, if there is a 


nortgagee, he is also notified. In case 

es assured has the policy, the ‘5 Day 

oem Notice’ is followed with a 

'egistered cancellation notice. RE IN LJ 

Second Notice Brings Results FI a RANCE COMPANY 
Usually the second notice, ‘Your In- 

‘Urance Premium Is Due,’ brings the de- 


Ss et tee ae ee EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


"stances where it is necessary to send ERNEST STURM, CHainman of tHe Boao, 
hore than the final notice. 

; The red follow-up slip, referred to PAUL L.HAID, Presivenr. 
hove, has a form on the back for re ' 
rding the notices sent out. When the CASH CAPITAL—ONE MILLION DOLLARS 
vount A me the red slip r a 
“™m a tickler file and stamped ‘Paid.’ 7 . 

, if cancelled is stamped ‘Cancelled,’ NEW YORK CHICAGO MONTREAL SAN FRANCISCO 
and filed with the daily report. This, as 

you can readily see, gives a very com- 
ete record of collection of premium 
When the policy comes up for renewal. 


your supply? 
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Brokers Rap Bank As 
Favoring Mutuals 


SAY THAT IT IS_ SOCIALISM 
Massachusetts eal’ Call It Inconsis- 
tent for Stock Finzncial Institutions 


to Espouse Mutual Cause 


President Harry A. Stevens of the In 
surance Brokers’ Association of Massa 
chusetts, on behalf of the association, 
has written a letter to Stanley Wyatt, 
chairman of the board of directors of 
the National Shawmut Bank of Boston, 
protesting against alleged efforts on the 
part of Walter S. Bucklin, president of 
the bank, and chairman of the board of 
the Liberty Mutual, to influence bank 
depositors and those securing loans to 
place their insurance with mutual com 
panies. Mr. Bucklin was formerly presi 
dent of the Liberty Mutual The gist 
of the letter is that it is inconsistent 
for a bank with capital stock to es 
pouse the mutual system of fire and 
casualty insurance which system does 
not provide for returns on invested cap 
ital by stockholders 

In his letter Mr. Stevens says in part 

“We have read with considerable in 
terest the advertisements in the daily 
papers published by the National Shaw 
mut Bank asking for new depositors 
These advertisements also carry an in 
Vitation to the business public to open 
financial connections with the bank. Pre 
sumably the desire of your board of 
directors for new depositors and for ad 
ditional business for the bank rests upon 
the desire to increase the earnings of 
your stockholders 

“Many men and women have invested 
money in the stock of the National 
Shawmut Bank and naturally hope to 
make a legitimate profit on their invest 
ment 

“We derive our living and that of our 
families from the business of insurance 
We have always believed that the insu 
ance businéss was as legitimate a busi 
ness as that of banking, and in the in 
terest of the insurance business we «de 
sire to express to you the following 
opinions and to ask a question. 

“Socialism is the great menace today 
io organized government all over the 
world. Mutual insurance, the outstand 
ing demonstration of socialistic princi 
ples in business in this country, is a 
direct menace to the organized business 
of insurance 

“The theory on which mutual insu 
ance operates denies that capital has a 
right to a profit when invested in the 
insurance business. Mutual insurances 
also denies that there is any place for 
the investment of capital in the insur 
ance business. The procedure adopted 
by direct writing mutual insurance asso 
clations in carrying on insurance busi 
ness climinates insurance agents and 
ehrokers. If mutual insurance is success 
ful in this country then American stock 
insurance must fail. If stock insurance 
fails, we, in common with hundreds of 
thousands of other men and women in 
this country, must find some other way 
of making a reasonable living. 

“Obviously, mutual insurance cannot 
be considered as fair competition with 
stock insurance companies any more 
than a manufacturer or retail store sell 
ing its commodities at actual cost can 
be considered fair competition for a 
inanufacturer or proprietor of a retail 
store who is trying to make a reason 
able profit on the money he has in 
vested in his business. 

“The president of your bank is said 
to be actively promoting mutual insur 
ance He is, we believe, the former 
president of a direct writing mutual in 
surance organization, and is now. chair- 
man of the board of directors of that 
organization. There are members of the 
National Shawmut Bank board of direc 
tors who are also actively promoting 
mutual insurance (a system which if ap 
plied to the personal business of these 
members would cause immediate and 
lasting protest from each gentleman.) 








A-1 business. 





WANTED 


lire Insurance General Agency for Oregon. Can offer good volume of 


THE EASTERN UNDERWRITER 
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| 86 Fulton Street, New York, N. Y. 








“Your interest and that of every other 
intelligent man is against socialism as 
applied to the United States. As chair- 
man of the board of directors of such 
an organization as the National Shaw- 
mut Bank, the custodian of the savings 
of thousands of men and women, we 
would expect to find you opposed to the 
ost prominent demonstration of social- 
itn in) American business—mutual in 
surance. Your bank advertises that it 
cis as the financial adviser to your de 
positors. Do you think the officers of 








your bank are giving sound advice when 
they advise a depositor to speculate in 
mutual insurance, thereby assuming a 
liability instead of obtaining an asset 
through absolute protection—the only 
reason for insurance. Do you think the 
attitude of your officers towards mutual 
insurance tends to increase confidence of 
the general public in your bank ? 

“We are writing this open letter to 
you as chairman of the board of direc- 
tors of the National Shawngut Bank to 
ask you to tell us, and through us thou- 


ASK ANY FIREMAN’S FUND AGENT ANYWHERE 


sands of other insurance brokers and 
agents, why we, stock company insyr. 
ance brokers, in common with other men 
and women who make their living oyt 
of stock insurance, should in any way 
support a financial system, attempting 
to deprive us of a legitimate living, 
“It is the intention of this Associa- 
tion to publish this letter, and your 
reply, if you care to make one. 
“Citizens of Massachusetts in the in- 
surance business will appreciate your 
answer.” 
(Signed) Harry A. Stevens, 
President, 
(Signed) Wm. Lee Howard, 
Secretary, 


O. F. WALLIN RETURNS 


QO. F. Wallin, of Fred S. James & Co, 
last week returned from a trip to Ey. 
rope. 





For sixty-three years the guiding prin- 


ciple of the Fireman’s Fund Insurance 


ompany has been to achieve success by 


deserving it; to write a fair contract, and 


to construe it liberally in favor of the 


assured; to take agents and brokers into 


full fellowship in the high privilege of 


serving the insuring public adequately, 


honestly and economically. 


FIRE, AUTOMOBILE and MARINE INSURANCE 
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Redinlile, 120 Siva, 
Carries $16,000,000 


1 LARGEST ‘OFFICE BUILDING 





Northern of London on on Re- 
cent Shaft Fire Illustrating Fallacy 
of Word “Fireproof” 





The Northern Assurance of London 
in the current issue of “Northern Lights” 
makes some interesting comments on the 
amount of insurance carried on the 
Equitable Building at 120 Broadway and 
the recent fire therein. It said: 

“When old is replaced with new we 
are apt to think the new better than the 
old. While true in general, the new is 
seldom perfect. 

“The old Equitable Building in New 
York was considered fireproof; its own- 
ers cancelled their fire insurance and as- 
sumed the risk themselves. On a cold 
winter day the building burned beyond 
repair, despite the utmost efforts of one 
of the most efficient fire departments in 
the world. 

“The new Equitable Building at 120 
Broadway, which replaced it, is the larg- 
est office building in the world, It is 
much closer to fireproof than the old 
one; nevertheless the owners decided to 
fully cover it with fire insurance amount- 
ing to $16,000,000; incidentally the North- 
ern has a policy of $2,500,000 thereon. 

The Recent Fire 

“Yet, in spite of modern construction 
and every reasonable precaution, a fire 
recently occurred originating at the first 
floor level in a vertical pipe shaft; roared 
up to the 35th floor where it found an 
open door and spread into that floor, 
burning out offices and causing many 
thousands of dollars damage to building 
and contents. Fortunately a fire door 
automatically closed and prevented fur- 
ther spread. Fire Chief Kenlon says 
it was the highest fire he ever fought. 

“The moral of this story is that no 
building is so fireproof that it cannot 
have a fire and owners of well built 
buildings need insurance no matter what 
the construction may be.” 





HOSE COMPANY CAN’T PARADE 


The Fire Commissioners of the Eighth 


District of Manchester, Conn., have for- 
bidden the members of Hose Company 
No. 2, of the North End fire depart- 


ment, to take their apparatus to New 
London next month, where a firemen’s 
muster will be held. In explaining their 
action, the commissioners stated that it 
was for the protection of the territory, 
a no other apparatus would be left to 
fill their place. However, it is expected 
that at least two of the South End com- 
panies will send men and apparatus to 
the muster. 





HOPE TO COMPLETE E. U. A. 
The Committee of Fifteen on organi- 
zation of the Fastern Underwriters’ As- 
sociation is trying to complete the for- 
mation of the association before the end 
of July. After the committee has an- 
other conference with a group of agents 
it is expected that a meeting of all the 
companies will be called to endorse the 
agreement as revised finally. 





AGENCY IS 70 YEARS OLD 

he local agency of Clarence Durant, 
Inc, of Lee, Mass., last week celebrated 
Its seventicth anniversary. One of the 
largest age ncies in Massachusetts, it was 
organized in 1856 by J. C. Chz affe, The 
agency now representes 30 companies 
amd writes 125 forms of insurance. 
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INS. CO. OF N. A. CHANGES 





Rearranges Philadelphia Territory; For- 
restel and Pelham Go to the 
Home Office 

The Insurance Company of North 
America has rearranged its local staff in 
Philadelphia, as has also the Philade)- 
phia Fire & Marine. John A. Forrestel, 
local secretary, has been brought to the 
home office from his downtown head- 
quarters to supervise all local business. 
Walter S. Pelham has been made as- 
sistant local manager. Harold K. Robi- 
son, formerly manager of the Philadel- 
phia Fire & Marine at the Chestnut 
Street office, has been made manager of 
the Walnut Street office of the North 
America. 

Henry B. Jacobs, for four years man- 
ager of the West Philadelphia office of 
the North America, has been made city 
manager of the Philadelphia Fire & Ma- 
rine to succeed Mr. Robison. Robert B. 
Rountree, formerly Philadelphia special 
agent for the Philadelphia Fire & Ma- 
rine and previously connected with the 
Philadelphia Underwriters, has been ap- 
pointed suburban manager. Charles W. 
Brey, Philadelphia special agent for the 
Philadelphia Fire & Marine, has been 
transferred to the Walnut Street office 
as Philadelphia special agent for the 
North America. 


NOR ETALIATORY TAX 


Insurance Commissioner Howard P. 
Dunham of Connecticut has no authority 
to levy or collect a retaliatory munici- 
pality tax on the Mechanics & Traders 
of New Orleans, Attorney General F, 
EF. Healy advised the commissioner re- 
cently. Mr. Dunham asked whether he 
could levy the same tax on the Louis- 
jana corporation as Louisiana would as- 
sess against a similar Connecticut cor- 
poration doing business in that state on 
a like volume of fire insurance premiums. 
The cities involved in Connecticut were 
New Haven, Hartford and Waterbury. 





HONOR G. B. JENNINGS 

George B. Jennings, Virginia state 
agent for the Royal, is the proud pos- 
sessor of a handsome rod and reel pre- 
sented by him by fellow members of the 
Virginia committee incident to his re- 
tirement as chairman of the committee 
after filling this office for three years. 
The presentation speech was made by 
George McG. Goodridge, state agent for 
the Fireman’s Fund, who is also retiring 
from the committee this year. 


NEW MEMBERS OF CHAMBER 


A number of prominent men in the 
insurance ficld have recently become 
members of the Jersey City Chamber of 
Commerce. ‘They include Louis Gold- 
berg, Frank L. Overman, vice-president 
of Kastendieck & Overman, and George 
Edwin Gosch. 


MOVES TO HOME OFFICE 

The Insurance Company of North 
America has transferred its New Eng- 
land department from Hartford to the 
home office in Philadelphia. O. E. Cook, 
formerly assistant manager of the Hart- 
ford office, has moved to Philadelphia, 
where he has active charge of New Ing- 
land underwriting. 





MOVE TO NEW OFFICES 
The firm of Kastendieck & Overman, 
general insurance, have moved from 76 
Montgomery Street to the new Spin- 
garn Arcade Building at 591 Summit 
Avenue, Jersey City, where they have 
taken a large suite of offices. 


AUTO DEPARTMENTS JOINED 
B. Wi Allie Minsge of Fite Ameus- 
tion Fleet, Also to Write for the 
Constitution Indemnity 


H. W. Allen, secretary and manager 
of the automobile department of the Fire 
Association, Reliance and Victory, has 
also been made manager of the auto- 
mobile department of the Constitution 
Indemnity Company of Philadelphia. 
The departments will be operated joint- 
ly. Mr. Allen was born in Tennessee 
and entered insurance in St. Louis after 
being graduated from Washington Uni- 
versity. He was with the American 
Automobile of St. Louis for several years 
and later became special agent for the 
North British & Mercantile in Southern 
California. 

In January of this year Mr. 
to Philadelphia as assistant 


Wright, 


Allen went 

te °C. G 
secretary and manager of the 
Fire Association’s automobile depart- 
ment. On April 1 Mr. Wright resigned 
to become vice-president and general 
manager of the Constitution Indemnity, 
Mr. Allen succeeding him. 





217TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. . New York 
WESTERN DEPARTMENT 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 


PACIFIC DEPARTMENT 
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Yacht Insurance 
for Local Agents 


LARGE PREMIUMS ' INVOLVED 


Inland Waterways Boast of Many a 
Yacht that Will Make Good Business 
for the Agent 


Yacht insurance is a form of marine 
coverage more accessible to local agents 
Yachts 


may be found on all inland bodies of 


than ocean marine insurance. 


water and here is a chance for the local 
agent to pick up some good sized pre- 
miums. The Boston and Old Colony of 
Boston describe the advantages of this 
form of imsurance in their company 
organ, “The Accelerator,” as follows: 

Inver since the company was organized 
we have been looked upon as specialists 
in insurance on pleasure boats. In the 
carly days the majority of expensive 
yachts were owned by people living in 
the large seaboard cities such as New 
York, Boston, Philadelphia and Balti 
more, Today a surprising number of 
owners of high-grade pleasure boats live 
inland. The Great Lakes and the St. 
Lawrence boast of some exceptionally 
fine yachts, and even our smaller lakes 
and rivers now fairly teem with pleasure 
boats of all kinds, 

The reason? Why, a great many peo- 
ple have discovered that for the price 
of a good automobile they can buy a 
very good boat and really enjoy them 
selves without having to inhale dust and 
exhaust fumes while motoring along 
crowded roads. 

Yacht insurance is a line well worth 
cultivating, because the premium on each 
risk runs to quite a substantial amount. 
It is not at all unusual for the premium 
on one of the higher-valued yachts to 
amount to several thousands of dollars. 

Field for Local Agents 

Agents throughout the country who 
have noticed growing increase in the use 
of boats for pleasure realize the impor- 
tance of having the facilities in the way 
of a first-class marine company in which 
to place insurance on pleasure boats 
owned by clients whose other business 
they control. The large marine broker- 
age houses in New York actively solicit 
this class of business, but each year the 
inquiries we receive from agents scat- 
tered throughout the country are in- 
creasing. This is no doubt due to the 
fact that the ownership of yachts is be- 
coming so general that their owners are 
placing their insurance through their 
local agents in the same way they in- 
sure their automobiles and other prop 
erty. 

\s yachts are so widely diversified in 
character, it is impossible to maintain 
a general schedule of rates. For this 
reason, we give very careful attention 
to all inquiries and quote the lowest 
rates on the desirable business. In sub- 
mitting inquiries it is necessary that spe- 
cial information relative to the owner- 
ship of the boat be furnished. 

Our company writes both the marine 
form of yacht policy and the form cov- 
ering the fire risk only. Under the ma- 
rine form, protection is furnished against 
such perils as stranding and sinking, also 
damage by fire, damage — sustained 
through collision with another vessel and 
the assured’s legal liability for damage 
done to another vessel through collision. 
The loss of the entire yacht if stolen is 
also included. 

Scope of Coverage 

Yachts sailing in Atlantic Coastwise 
and Gulf waters, from Halifax, Nova 
Scotia, to Texas (including the West In- 
dies), on the Pacific Coast, the Great 
Lakes and other lakes and rivers may 
be covered, In the case of large ocean- 


Welcome Long: List 
of Losses in London 


IT SCATTERS OVER-CONFIDENCE 


Rates on Renewals Are Usually Higher 
During Weeks When Claims Are 
Arriving Normally 

What may seem to be a curious anom- 
aly has occurred lately in the London 
marine market. lor some weeks the 
Lloyd's Casualty Book has been prac- 
tically free from losses, but in accord- 
ance with the law of average the second 
week in June showed a series of severe 
losses or partial losses. The Journal of 
Commerce (Liverpool) insurance corre- 
spondent rather gloats over these losses 
from an underwriting point of view, 
saying : 

“Now this is a very heavy casualty list 
for one week, and inevitably the major- 
ity of the vessels or their cargoes, or 
both, are insured in the British market| 
It is impossible to make any computa- 
tion as to the approximate financial loss 
involved, since in many cases it is not 
known how much is covered in this coun- 
try, nor is it ever possible to estimate 
cargo losses unless the cargo is in bulk 
and the quantity known. It is sufficient 
to say that the loss is obviously heavy, 
and that this is by no means a bad thing. 

“To the layman, the fact that a series 
of losses is welcome may sound either 
fantastic or cynical, but underwriters will 
know that it is neither. On reflection, 
even the layman will admit that without 
losses there would be no insurance, and 








going yachts the policy may be extended 
to cover cruises in foreign waters. 

Practically every yacht owner carries 
marine insurance. The rates, especially 
on the more expensive boats, are so low 
that there is little difficulty in interesting 
the owner and securing the order. The 
fact is that the cost for the full marine 
cover is so attractively low that it is of 
little advantage for the owner to carry 
insurance against the fire risk only. 

It will pay you to give more attention 
to this exceedingly interesting and rap- 
idly growing form of insurance. Just as 
those agents who cultivated automobile 
insurance in the early days, earning the 
title of “automobile insurance special 
ists,” are now reaping their harvest. of 
commissions, so the agents who make an 
honest effort to secure insurance on 
pleasure boats now will get their reward 
when the road-weary motorists turn to 
the water for recreation. You have the 
important advantage of being able to 
offer policies in an old-line marine com- 
pany which specializes in all forms. of 
marine insurance and which is fitted by 
its long experience to handle pleasure 
boat risks intelligently and to adjust 
losses promptly and satisfactorily. 
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carried to its logical conclusion, this 
theory also accounts for the welcome 
extended to what has been an unusually 
heavy casualty list. 

Few Losses Hurts Underwriting 

“It must be remembered that even un- 
derwriters are human, and that they take 
a comparatively short view of matters 
which are immediately before them. If, 
as has recently been the case, they find 
but little in the way of casualty reports, 
day after day, when they arrive at 
Lloyd's, they sit down with a complacent 
mind. They know, just as well as any, 
that sooner or later a serious loss will be 
posted in the Book; that storm, wreck, 
or fire will take toll of their premiums ; 
and that within the space of the twelve 
months that make an account, the tale 
of losses and claims will be constant to 
an established ratio. Nevertheless, the 
impression of well-being created by a 
“clean” book pervades the day. 

“A broker arrives with a risk on which 
he is asking for a reduction, and it may 
be said without fear of contradiction that 
the concession is far more likely to be 
granted on a day when there has been 
no serious casualty than on one during 
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which a heavy loss has been reported. It 
may only be coincidence, but it is worth 
noting that during last week, when casu- 
alties were frequent and serious, a fleet 
of steamers was renewed in the market 
at an increase in the rate of approx- 
imately 33%, and it is beyond denial that 
a series of accidents invariably results in 
a stiffening of rates all round. This be- 
ing so, let underwriters take to heart 
the lesson of last week. Let them be 
less influenced in future by those long 
periods of immunity from casualty which 
are bound to occur from time to time, 
and let them depend less upon the buf- 
fetinge of fate for the maintenance of 
rates and conditions.” 





SHIPBUILDING RISKS 
New Clause Exempts Damage Done by 
Earthquakes, Volcanoes or 
Tidal Waves 

\ number of new marine insurance 
clauses took effect July 1. These clauses 
are the result of the work of the tech- 
nical and clauses committee of the In- 
stitute of London Underwriters. In or- 
der to cause as little disturbance as pos- 
sible it was agreed that, except in ur- 
gent cases, the alterations should be 
made not more often than twice a year 

on January 1 and July 1. 

One of the new changes affects the 
insurance of builders’ risks. The new 
earthquake clause reads as follows: 

“Warranted free of loss or damage 
directly or indirectly caused by earth- 
quake, volcanic eruption, or tidal wave 
arising therefrom.” 

The original clause has been amended 
by the insertion, as above, of the words 
“directly or indirectly” and “volcanic 
eruption or tidal wave arising _ there- 
from.” Undoubtedly experience im vat- 
ious parts of the world in which under- 
writers accept risks has pointed to the 
desirability of inserting the additional 
words. 


BUY OLD AGENCY 
C. Vern Carr and H. G. Kingdon have 
purchased the Bleasdale-Abbott Insur- 
ance agency, Conneaut, Ohio, one of the 
oldest in the city. 
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Mail-Order Houses Opening Many 
Stores 

On a trip that I made to Chicago about 
six months ago I told on this page of the 
losing’ fight which State Street, Chicago, 
is making to retain its supremacy as the 
leading retail shopping street of the 
West, the limited time parking rule hav- 
ing made it necessary for the leading 
stores, to spend hundreds of thousands 
of dollars a year in order to keep the 
people coming into their doors in as large 
numbers as formerly. 

[ also told how the mail-order houses 
have been given a set-back by the auto- 
mobile as farmers now can get into a 
flivver and ride quickly into town where 
they can do what shopping they require. 
This resulted in the mail-order houses 
opening immense neighborhood stores. 

A few days ago, | was informed in 
Chicago that the retail store project of 
the mail order houses is now so ambi- 
tious that Sears, Roebuck & Co. con- 
template having a hundred of these 
stores located in various cities. Mont- 
gomery, Ward & Co. also have very am- 
bitious plans. 

x OK x 


Credit System 


I was also told when in Chicago by 
merchants that various changes are being 
made in the credit system of Western 
towns, growing out of the credit debauch 
with stockings to a home purchased 
on the instalment plan. One of the mer- 
chants told me stores now, before ex- 
tending credit for the purchase of furni- 
ture and similar articles, ascertain 
whether the applicant for credit has pur- 
chased an automobile and is making 
payments thereon. If he is making auto 
payments and his credit is not too good 
either in that or in other directions they 
will not’ sell him the furniture or other 
articles. One of the reasons for this is 
that the auto finance company will be 
able to continue making collections, but 
the payments on the furniture will fall 
off and will not be met. The averaged, 
small-salaried man wants to keep the 
automohile under almost any conditions. 
_ The merchants say that one of the big 
lactors in the success of the auto finance 
companies is the fact that the personal 
clement :is eliminated. The man who 
bys an automobile does not know any- 
me in the auto finance company and 
tannot use any influence on the cold- 
blooded and methodical collection de- 
pattment. In small towns he does know 
the people who run stores and he can 
£0 in and give the store manager a hard 
luck story, hoping to get by on the per- 
sonal appeal. 

+ ee 


John Hertz, the Taxi King 
The apparent success of the “Driv-it- 
yur-self”. Association, by which a man 
‘an go into an automobile station and 
set a car which he can drive himself to 
sme destination, may revolutionize 
altomobile insurance if the ambitious 


plans of the executives of that company 
materialize. 
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John Hertz, the Chicago automobile 
king, is now a leading figure in organ 
izing a chain of such stations through- 
out the country and believes that eventu 
alf¥ people will become renters instead 
of car owners. Associated in the ven 
ture are the General Motors people. 
Thus, many interesting insurance prob- 
lems will be up for review. 

Hertz to a large extent changed trans- 
portation conditions in Chicago, and for 
their benefit. He began as a newsboy 
and is a product of the West Side of 
Chicago. He then became manager of 
a prizefighter (“Benny” Yanger,) later 
leaving the pugilistic world to sell auto- 
mobiles. He went into the taxi business 
where his genius for organization and 
leadership asserted itself. He soon 
launched the Yellow Cab Co., starting 


the first day with nine cabs on the 
street. There are now about twenty- 
five hundred in Chicago alone. He next 


built up a motor bus line, without which 
Chicago would now be in a_ hopeless 
tangle for transportation. He is one of 
those geniuses whose ambitions, high as 
the sky, are magically realized. 

x kK Ox 


Lots of People Will Want to Own 
Their Own Car Anyway 

I asked one of the leading automobile 
underwriters of America whether he 
thought the “Driv-It-Yur-Self” propo 
sition would strike a killing blow to auto 
mobile private ownership and his opin- 
ion is that it will not. 

“There will always be many people 
who want to own their own automobile 
just as nearly every man wants to own 
a dress suit although it is easy enough to 
rent one. It may be a little thing, but it 
is his own. Then, too, there are numer- 
ous inconveniences and obstacles which 
readily present themselves in considering 
this new system. Take the matter of 
getting a car on a holiday or over the 
week-end. They will not always be avail- 
able at the stations because of the de- 
mand,” 

x * * 


Skyscrapers 

The Book Brothers of Detroit, young 
men who have a fortune of millions and 
who own the new Book-Cadillac Hotel 
in that city, threw members of the Chi- 
cago Athletic, Illinois Athletic, Union 
League and other clubs into a cold per- 
spiration when they read that the Book 
3rothers intend to erect a building in 
Detroit which will be more than eighty 
stories tall. 

Chicago is pre-eminent in many re- 
spects and wants the credit of having the 
tallest buildings in the West, and is said 
to have had the first skyscraper, the 
Rookery Building. At present there is 
no hope in Chicago of putting up any- 
thing that will top an cighty-story build- 
ing. 

When it comes to hotels, however. the 
Western metropolis has taken a_ back 
seat for no one. It is simply littered 
with big hotels, one of them, the Morri- 
son, being quite a skyscraper in itself. 


The new hotel of the famous Stevens 
family on the lake front, southside, right 
near the Blackstone, is featured as the 
largest hotel in the world and it will 
have 3,000 rooms. It will be called “The 
Stevens.” The same family owns the 
La Salle, the famous hotel in the “Loop 
District.” 
woe 8 
The Chicago “Tribune” Insurance 
Column 
There seems to be a slip-up somewhere 
in the Chicago “Tribune” insurance col- 
umn, Some of the companies signed ad- 
vertising contracts to go on the “Trib- 
une” page, the thought being that Frank 
I’, Loomis was to write it. For a time 
the column was being written by Charles 
M. Cartwright, Chicago insurance editor, 
whose reputation is of the best and whose 
name was a decided asset to the “Trib- 
une.” Cartwright did not want to write 
the insurance column but it is under- 
stood that the managing editor, a per- 
sonal friend of his, asked him to do it 
for a time. He wrote several of the 
columns and was relieved of the work 
when he was told by another of the 
paper’s editorial executives that he need 
not continue. Later, a re-write man in 
the office, who knows little about insur- 
ance, was assigned to write the column. 
It is understood that at least one of the 
prominent companies cancelled the con 
tract as it had believed that either Loo 
mis or Cartwright was to run the column. 
I did not have time while in Chicago 
to investigate the situation, but possibly 
Mr. Loomis, who is now with Albert 
Frank & Co., an agency which handles 
a great deal of financial advertising, can 
throw some light on the subject. 
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Chicago’s Newly Created Boulevards 

and Drives 

We hear so much about banditry, boot 
legging and other criminal news of Chi- 
cago that the brighter side of the picture 
of that city, the force which is clearing 
out the evils and the spirit of self-im 
provement, are too often overlooked, 
which is one of the reasons why Mayor 
Dever of Chicago received such an ova 
tion when he returned to that city after 
defending it before a Congressional hear 
ing on prohibition in Washington. 
Every time anyone goes to Chicago 
and looks at the town outside of the 
“Loop District” he is amazed at the de 
velopment. One thing about the city 
which most interested me during a re 
cent visit was the manner in which the 
municipality gets new property out of 
the lake by the simple process of filling 
in. I had a ride on a brand new boule 
vard on the lake front leading by the 
new stadium where great athletic events 
will be staged and all of it is on filled 
in property. Ten years ago people went 
in swimming at the spot where there is 
now a drive over which thousands of au 
tomobiles spin. 

The Illinois Central Railroad, the 
smoke of whose engines drenched the 
lake front and blackened the landscape, 
the Art Museum, the Field Museum and 
other beautiful buildings, is soon to be 
electrified. 


On to 


Paris, France 


Nothing but state lines will prevent 
Chicago trom being one of the longest 
cities in the world, measured by territo- 
rial miles, the present ambition being for 
a city forty miles long. Chicago is cut 
off on the south side by the Indiana 
border line and, undoubtedly, another 
decade will see a constant string of 
houses all the way from Indiana to Wis- 
consin. 

es 2 


Surety Man Chairman of Boxing 
Commission 

When Illinois passed their boxing law 
last April, Governor Len Small was be 
sieged with over a thousand applications 
for the office of boxing commissioner, 
three of which were elected. His choice 
fell on Paul Prehn, John Righeimer and 
O. W. Huncke. O. W. Huncke is an 
insurance man with the Southern Surety 
Co. in Chicago. Mr. Huncke has been 
chosen chairman of the commission, 
The first bout under the new 
commission was a championship affair 
between “Rocky” Kansas and “Sammy” 
Mandell. Kansas, the champion, lost. 

Mr. Huncke, though busy with insur- 
ance affairs, is a dyed-in-the-wool fight 
han. 


staged 
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When Rain Is Not Welcofie 

\t a recent large fire in a semi-trop- 
ical country, a_ visiting New Yorker 
asked what the loss was. The fire was 
at a chemical plant. The agent to whom 
the query was addressed responded: “It 
all depends on whether ,it rains or not. 
There is not much left of the building 
and if it rains there won't be much 
salvage.” 

It rained 
turned out 


Kk 


and the agent's 
to be correct. 
|: * 


prophecy 


Still Joining the Insurance Society 

The growing esteem in which the In- 
surance Society of New York is held in 
this town is illustrated by the type of 
executives being elected to membership. 
lor instance, those who have joined 
since March 1 include Richard Deming, 
vice-president, American Surety Co.; 
Clarence W. Hobbs, National Council on 
Compensation Insurance; Eugene’ F. 
Hord, vice-president, Standard Accident; 


Jesse S. Phillips, president and G, F, 
Michelbacher, vice-president, Great 
\merican Indemnity; H. J. Lofgren, 
vice-president, National Surety; Martin 


W. Lewis, assistant manager, ‘Towner 
Rating Bureau; Everett W. Nourse, as- 
sistant manager, London Assurance; 
Krank J. O'Neill and Franklin Vander- 


bilt, vice-presidents, Royal Indemnity; 


Henry F. Weissenborn, vice-president, 
Union Indemnity; and Jesse E. White, 
vice-president, Great American Insur- 
ance Company 

oe 


Agents to Get Trip to Europe 

The Amicable Life of Waco, Tex., an- 
nounces a bonus offer of a free trip to 
the Paris convention of the American 
Legion with expenses and spending 
money provided. 

This offer is to those who are mem- 

(Continued on Page 38) 
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Did Mutuals Show 18.5% 
Compensation Profit? 


RESULT FOR TEN YEAR PERIOD - 


Mutuals Talk of Low Loss Ratio, But 
Say Nothing About How 
Dividends Enter 


The publication of the casualty experi- 
ence exhibit of 1925, which the mutuals 
claim shows a profit for that group of 
18.5 per cent on compensation, while the 
stock companies suffered a loss, is mis- 
leading. Those analyzing the data should 
bear in mind that the 20 per cent divi- 
dends which some of the mutuals pay or 
claim to pay should not be neglected 
when one talks of “profits.” 

The methods of operation of stock 
and mutual companies are diametrically 
opposed in principle with the result that 
comparisons should not be taken at their 
face value. The only proper method of 
analysis is one which takes into consid- 
eration the fact that the groups operate 
differently. The stock company dollar 
of premium is made up by deducting the 
losses paid, reserves established for de- 
ferred liability, the expenses incurred, 
The mutual dollar is made up in a simi- 
lar manner, but it is intended to con- 
tain a margin for the payment of divi- 
dends. Jf the stock company dollar is 
exactly used up it is conceded that the 
mutuals dollar, all things being equal, 
only shows an expenditure of 80 cents 
for losses and expenses, leaving a 20 per 
cent margin for the payment of divi- 
dends. The comparison, therefore, should 
be between combined loss and expense 
ratio for stock companies and the simi- 
lar record for mutual companies aug- 
mented by the ratio which represents 
dividends actually returned to policy 
holders. 

It should also be remembered that the 
stock companies are performing a dis- 
tinct public service by writing the small 
risks which the mutuals do not accept. 
If the small property owner were denied 


stock company insurance the economic 
situation would be disastrous—he would 


be out of luck. 


Mutual Viewpoint 


In the meantime, the mutuals are exu- 
berant over the showing. One of them 
said this week (and it is printed here- 
with to illustrate their viewpoint) : 

In explanation this executive said: 
“When rates are made there is a loading 
for expense which is for both a small 
risk and a large one. A $100 premium, 
for example, is loaded for $40; a $10,000 
premium is loaded for $4,000. Yet the 
expense of handling the $10,000 premium 
is not much greater than the handling 
of the $100 premium. The commission 
is the same but the expense is not. 
Large risks are all subject to merit and 
schedule rating whereas small risks are 
not susceptible to either. 

“If there is a loss on a small risk, that 
particular risk can never make it up 
whereas in the case of a large risk, 
schedule rating will make up the loss 
because it becomes a higher rated risk 
on experience. The only chance to get 
any money back on the small risk is by 
increasing the basic rate for the class. 
This is a long procedure and comes about 
only when deemed necessary by the Na- 
tional Council on Compensation Insur- 
ance, which makes the basic rates, and 
the National Bureau of Casualty & 
Surety Underwriters, which makes a 
deficit or credit on the risk but cannot 
change the basic rate. 

Further Analysis 

“The stock companies wrote $137,120,- 
735 in premiums in 1925 as compared 
with the mutual’s total of $38,572,881. The 
difference in the loss ratio is in favor 
of the mutuals, being 6.4%. This is in 
the incurred loss, dealing with cash and 
loss expense. The mutuals have an ad- 
vantage of 214%4% on administration ex- 
penses which gives them a total differen- 
tial on commissions and expenses of 15%. 

“They have the benefit of 23.4% on 
the difference between underwriting in- 
come and disbursements. ‘Taking the 
other underwriting items, which include 
reserves, it is found that the stock com- 
panies put up 1% more reserves than the 
mutuals. This indicates that mutuals pro- 





{ Compensation Experience —Stock and Mutuals 


Comparison of Recapitulation of Ten Year Period 1916-25. Adapted from 
Best’s Insurance Reports 
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vide just as adequately for reserves as 
the stock companies. 

“The stock companies made an under- 
writing loss of 11% last year while the 
mutuals made an underwriting profit .of 
more than 12%. This would indicate that 
the mutuals are 24% better off in under- 
writing profit to premiums written. 
Twelve per cent. of that is accounted for 
by the fact that mutuals in most cases 
pay no commissions. The losses and 
expense saved amount to about 9% due 
to the reason already advanced that the 
mutuals work only in large units. 





POLICY NO. 1 





Great American Indemnity Covers Auto- 
mobile of President Phillips; 
Company Starts Writing 
The Great American Indemnity started 
writing business this week. ‘The first 
policy written was on the automobile of 
Jesse S. Phillips, president of the com- 

pany. 

The Metropolitan office is housed in 
the Home Office building at 1 Liberty 
Street. Milton P. Link is in charge of 
this first field unit. After experience as 
a typewriter salesman he joined the 
training school of The Travelers, and 
represented that company at various 
points in the field. After leaving the 
aviation corps where he served during 
the war he became assistant manager of 
the company’s branch in Newark. Later 
he became a member of the agency of 
Bowman & Link, Inc., Philadelphia. 





OPENS BONDING HOUSE 


Announcement was made of the open- 
ing of a bonding house at Tulsa, Okla., 
by J. S. Pearce, of the Pearce, Porter, 
Martin Insurance Company, one of the 
largest and most influential concerns of 
its kind in the Southwest. Mr. Pearce 
will continue his activities in the in- 
surance company, although there is no 
connection between the two companies, 
he said. The new company will operate 
as the J. Stewart Peace Company at 602 
Exchange National Bank Building, Tulsa. 





COMPULSORY INSURANCE LAW 

Dr. Andrew F. McBride, state com- 
missioner of labor of New Jersey, gave 
an address on “Compulsory Insurance 
Law of New Jersey” recently before the 
members of the Asbury Park Kiwanis 
Club. He advised that all small as well 
as large employers of labor should com- 
ply immediately with the terms of the 
law. 


NEWARK SAFETY COUNCIL 
Committee Appointed to Consider Re- 
quests for Extension of Its Activities; 
May Change Name 

The expansion of the field covered by 
the Newark Safety Council, with a pos- 
sible change of name to agree, is now 
under consideration by a special commit- 
tee of the organization. Requests by 
concerns and organizations in the north- 
ern part of the state, where there are 
no safety councils, that they may be 
included in the work, were discussed at 
a session of the trustees and board of 
governors at the Downtown Club last 
week. 

At present there are councils in Jer- 
sey City and Paterson, the former cov- 
ering cities in the eastern part of Hud- 
son County. The latter operates only in 
Paterson. Many industrial concerns in 
West Hudson now take an active part 
in the work of the Newark group and a 
desire for a still greater participation has 
been expressed. R. W. Brokaw, works 
manager of the DuPont Viscoloid Com- 
pany, a member of the trustees of the 
safety council, is president of the West 
Hudson Manufacturers’ Association and 
he will seek the opinion of that organi- 
zation on the proposed expansion. 

Several names, including that of the 
North Jersey Safety Council, were men- 
tioned at the meeting should expansion 
be determined upon. There is a possi- 
bility that the committee may recom- 
mend that the work be confined to Es- 
sex and West Hudson, in which event 
another designation might be chosen. In- 
surance men will also take an active part 
in the work of expansion and are form- 
ing plans that are expected to aid the 
council in their work. 





RAPS COMPENSATION LAW 


The workmen’s compensation law in 
its relation to hospitals and physicians 
in Oklahoma was condemned as one 0 
the greatest evils that hospital and med- 
ical profession have to overcome, by 
Dr. Fred S. Clinton, of Tulsa, Okla., in 
an address before the recent annual con- 
vention of the State Medical Assoctia- 
tion. Dr. Clinton is president of the 
State Hospital Association and is among 
the most noted medical men of Okla- 
homa. 


John S. Thompson has recently been 
appointed Associate Actuary of the Mu- 
tual Life. 
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The Success of the American Surety Company 


Kept Its Head in an Exciting and Complicated Business; Always Capably Directed, Building Up a 
Strong Organization Personnel and Field Force of 15,000 Agents 
War Pitfalls and Unscientific Underwriting 


By CLARENCE AXMAN 


For years I have been intrigued by the 
American Surety Company, fascinated by 
the cool and calm manner in which it 
wends its way. Here is an institution 
which is a financial bulwark if there 
ever was one, and in a field where finan- 
cial bulwarks are scarce. Since it started 
operations making employers and em- 
ployes feel more at ease and relieving 


from worry the minds of holders of po- 
sitions of responsibility and trust, it has 
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seen many companies organize, and an 
amazing number of them fall by the way- 
side. It has won and kept the respect, 
esteem and patronage of a group of Am- 
erican bankers, corporations, business 
men and contractors who are not quick 
to give any one of the three, but de- 
spite all this the company has done very 
little blowing of its own horn and has 
figured surprisingly little in the columns 
of the insurance press, certainly little in 
comparison with its rank. 

Inquiries among other surety compa- 
nies, especially among veterans in the 
business, as to reasons for the continu- 
ous success of the American Surety and 
why it reached pre-eminence, brought 
about some interesting observations. In 
brief, they are as follows: 


Ably Directed from the Start 

The American Surety was one of the 
pioneers in fidelity and surety insurance 
inthis country. Starting under very fine 
auspices, directed by men who had a 
wide compfehension of fidelity needs, it 
quickly won a dominant position in the 
financial and business community, which 
Was strengthened as years went by. Dur- 
ing the days of severe and strenuous 
competition—in fact, there is no field of 
American business or finance where 
competition was keener—it kept a level 
head. It did not chase the will-o’-wisp 
of low rate, preferring to sacrifice busi- 
hess rather than write what common- 
sense dictated as unprofitable underwrit- 
ing ventures. 

‘his was especially true in the early 
W's around Chicago and other places 
in the mid-west where so many compa- 
nies solicited packing, railroad and other 
large lines, getting the volume by rate 
attractions. It togk a lot of backbone 
fo refuse many of such risks. However, 
a4 years rolled on and better practices 
ae rates prevailed the American Surety 
9. obtained its share of this business. 

J 


’ 





As an indication of the difficulties 
which have confronted the companies 
conducting a successful surety business, 
it can be stated that there are now thir- 
ty-nine members of the Surety Associa- 
tion of America, which was organized 
eighteen years ago. Of the thirty-nine 
there are only five who are charter mem- 
bers. 

The American Surety always has had 
its eye on the future, preferring to travel 
along a safe highway rather than to get 
to a destination of high premium volume 
by short cuts on rocky roads. 


Has 15,000 Agents 


The company believes in developing 
experts and in attaining a high grade 
personnel. It felt that the surety and 
fidelity business was so broad and com- 
prehensive that only the best minds 
available were worthy of attacking the 
great problems involved. Probably there 
is no surety company in the United 
States which has more specialists in its 
employ—-men who have devoted a life- 
time of training in a specific division of 
the business. It has been fortunate not 
only in its officers and division heads 
but in its employes and here is a case of 
a corporation which is really a happy 
family. 

The number of people who have been 
with the American Surety more than two 
decades is very large. Soon after the 
company was organized it began plant- 
ing agencies and at the present time 
there are about 15,000. It is almost im- 
possible to find a town or village in the 


country where there is not a representa- 
tive of the American Surety. At the 
start, these representatives were largly 


lawyers, but as time went on they spread 
into other fields, and at the present time 
most of the appointments are insurance 
agents. 

The company 


operates through the 


branch office system and some of the 
managers have had very long service 
with the company. Fred L. Fraser of 


Detroit and E. V. Clark of Indianapolis 
have been managers since 1894. John F. 
Clark of Newark and R. R. Benedict of 
Philadelphia have been managers since 
1896. Thirty-two of the forty-two 
branch office managers have been with 
the company more than fifteen years. 
The authority of the different men in 
the field to issue bonds varies, the broad- 
est field authority being with the branch 
offices. The heads of the departments 
at the home office have more authority 
than the branch offices. Finally, there is 
an underwriting committee to pass on 
bonds. However, all bonds in excess of 
certain limits go to the chief executives 


for the final O. K 


Maintains Friendly Relations With 
Competitors 

The American Surety has believed in 
maintaining friendly relations with its 
competitors and reinsures many of its 
big risks with them. 

The loss payment record of the Amer 
ican Surety has been exceptionally good. 
The company has made a practice of 
paying losses without quibble. The court 
records show the company in an enviable 
light. There have been few suits against 


The American Surety has always had 
an unusually strong board of trustees. 
The present board includes railroad 
presidents, financiers, lawvers and heads 
of great business corporations. 

It is generally recognized that the Am- 
crican Surety has one of the best ac- 
counting divisions in the entire insurance 
world, which is of great importance, and 


the company knows exactly where it 
stands at all times. This has frequently 
been made the subject of complimentary 
comment by Insurance Departments of 
states. It makes use of a very compre- 
hensive blank report, giving receipts, dis- 
bursements, profits, etc., eveyy day of the 
year. This report goes to Chairman La- 
frentz, who, by the way, devised it, and 
to President Brown. 
Financial Statement of March, 1926 
The financial statement of the com- 
pany March 31, 1926, follows: 
RESOURCES 
Real Estate: 
Home Office 
po RA Sr rer ere eee 
Securities at Market Value: 
WRENS osc Kava canes $949,750.00 
U. S. Govt. Bonds... 3,965,806.25 
All other Bonds.... 2,971,085.00 


Premises, unencum 


$8,855,724.99 


7,886,641.25 
1,038,128.79 
2,227,520./4 

120,197.56 


Cash in Banks and Offices........ 
i ale in course of Collect.on. 
Accrued Interest and Rents 
Reinsurance and other 
Receivable 


Accounts 
Tr CTC Teer 137,057.91 
$20,265,271.24 
LIABILITIES 

Ce ckibuchudicnwntaeeesaates $5,000,000.00 
Surplus and U ndivided Profits....  3,409,699.33 
Reserve for Unearned Premiums... 6,204,546.01 
Reserve for Outstanding Premiums 547,290 73 
Reserve for Contingent Claims....  3,857,430.22 
Reserve for Expenses and Taxes..  1,044,615.19 
Reserve for Depreciation American 


i ee re ee 25,000.00 
Reinsurance and Other Accounts 
Payable Ka wavawhensPaversen 176,689.76 


$20,265,271.24 

Company Began Operations In 1884 

While surety insurance in this country 
did not make much progress until some 
years after the end of the Civil War its 
corporate origin seems to have been in 
1720 when a society was formed in Lon- 
don to insure masters against theft by 
servants registered with the society. That 
society had no Ps. ey followers until 
1840 when the Guaranty Society of Lon- 
don was organized. 

The American Surety Co. 
ized in April, 1884, with 
$500,000. 

Offices were opened in what was then 
known as the Guernsey Building at 160 
Broadway, the site now occupied by the 
Lawyers’ Title & Trust Co. Building. At 
the end of the first fiscal year the com- 
pany had written premiums amounting 
to $35,137.75, but its growth from then 
on was rapid and continuous. 

The fact that corporate surety was 
possible made a most favorable impres- 
sion upon the community, especially the 
banking community, at the start. 

One of the most distressing features of 
American life was the experience which 
the public had with personal surety. It 
was not only embarrassing for a man to 
refuse to stand surety for a friend but 
when he did assume the obligation there 
were often dire results. Many a man 
was ruined by signing his name in this 
fashion. Frequently, men did not desire 
to give the use of their names but were 
forced to do so as they did not care to 
give offense. Friends sometimes became 
enemies because of this. 

The surety offices, of course, are teem- 
ing with stories based on the trials and 
tribulations of personal suretyship. There 
is the case of a Cincinnati lawver who 
agreed to stand surety for a client and 
was paid for his action. It looked to 
him like easy money and he began act 
ing as surety in many cases; in other 
words he transformed himself into a one 
man surety company. The inevitable 
happened, and his financial collapse fol 
lowed. 

First. Writings Were Fidelity Bonds 

There are a great many reasons why 
corporate surety won faith. Bonds were 


was organ 
a capital of 


Avoided Rate 


written on merit. The decision whether 
it would issue a bond or not depended 
entirely upon the circumstances which 
the experts of the American Surety were 
in a position to judge. Correct under- 
writing principles were adopted and it 
was found that the insured did not take 
advantage of the impersonal character of 


his guarantor, and that being relieved 


from an undue personal obligation made 
Also, 


him more independent. that the 





ROBERT R. BROWN 
employer could more readily collect from 
a corporate surety in the event of a de- 
fault than from a personal guarantor, and 
without danger of ill feeling, helped. 

The American Surety started with 
fidelity bonds. Its founders had vision 
and the business gradually increased to 
include bonds for administrators, execu- 
tors and guardians, and bonds in judicial 
proceedings. The next field entered was 
that of contract bonds, and later it be- 
gan the execution of practically every 
sort of legitimate surety bond. Subse- 
quently, it entered the burglary insur- 
ance and check forgery and alteration 
fields. The list of bonds now being is- 
sued by the company, in fact, by all the 
principal surety companies, is so long 
that there is not space in this article for 
a discussion of them. With the growth 
of the country and the extension of busi- 
ness, the American Surety has kept pace, 
ever ready, with its variety of forms, to 
furnish a contract in accordance with the 
need, 

A vratifying feature about the Ameri- 
can Surety and one reason for its great 
popularity with financiers and other di- 
rectors of great corporations has been 
its financial strength. The company 
made money from the start, showing 
that it knew how to conduct a fidelity 
and surety business. In July, 1887, $500,- 
000 additional canital was paid into the 
company at par, $50 per share. In Octo- 
her. 1892, the capital was increased from 
$1,000,000 to $2,000,000, the new stock 
hovine been sold at a premium of $500,- 
000. In August, 1895, it was further in- 
creased to $2,500,000, the new stock be- 
ing sold at double par, making the total 
contributions to surplus from organiza- 
tion $1,000,000. In December. 1912. the 
capital was increased from $2,500,000 to 
$5,000,000. A cash dividend of 100% was 
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declared, and the existing stockholders 
of the company were given the right to 
subscribe for the new issue of stock at 
val 

In 1913 the company organized the Ca 
nadian Surety Company in Canada and 
the Compania Mexicana de Guarantias, 
». A. in Mexico. These companies took 
over its organization in those countries 
and reinsured its risks therein Both 
companies are conducted as subsidiaries 
by the company, which owns 2,595 shares 
of the capital stock of the Canadian 
Surety Company, par value $100 (capital 
and surplus, December 31, 1923, $429, 
178.57) and 4,900 shares of the capital 
stock of the Compania Mexicana de 
Guarantias, 5. A., par value P. 100, capi 
tal and surplus P. 743,024.30 These 
shares are carried in the assets of the 
company at pat 

The American Surety has always been 
fortunate im its executive personnel. 


The Early Presidents 


General Richard A. Elmer, who was 
one of the organizers and the first presi 
dent of the American Surety Company of 
New York, had been an Assistant Post 
master General under President Arthur. 
He was an able and forceful executive. 

Associated with General Elmer in the 
organization of the company was Lyman 
W. Briggs, who became its first. vice- 
president Mr. Briggs had previously 
been employed by the Fidelity & Casu 
alty Co., which was doing a multiple 
line business, and he is credited with 
having conceived the organization of the 
\merican Surety Co, for the purpose of 
transacting exclusively a fidelity and 
surety business. He died after several 
years’ service 

Henry D. Lyman had been associated 
with General Elmer in the Post Office 
Department, Mr. Lyman himself having 
been at one time an Assistant Postmas 
ter General, and having distinguished 
himself in the prosecution of the cele- 
brated Star Route fraud cases. 

On the invitation of General Elmer Mr 
Lyman identified himself with the Amer 
ican Surety Co., becoming vice-president 
in the year 1886. 

Upon the death of General Elmer, Wil 
lam A. Wheelock, who had also assisted 
in the organization of the company, was 
made temporary president, serving from 
October 6, 1888, until December 12, 1889, 
Mr. Wheelock was a retired merchant 
and banker, who obligingly accepted the 
presidency of the surety company while 
a permanent president was being sought 


Colonel Trenholm and W. S. Johnston 

He was succeeded January 16, 1889, by 
Colonel William L. Trenholm, formerly 
of Charleston, S. C. Tradition has. it 
that President Grover Cleveland read a 
speech that had been made by Colonel 
Trenholm and was so impressed with it 
that he appointed Colonel Trenholm a 
member of the Civil Service Commission 
and subsequently Comptroller of the 
Currency, from which latter position he 
came to the presidency of the American 
Surety Co. It was during Colonel Tren- 
holm’s administration that the original 
American Surety Building was erected. 
Colonel Trenholm was a man of great 
personal magnetism and made many 
friends for the company. 

Upon Colonel Trenholm’s retirement 
in 1898 Walter S. Johnston, who had 
long been interested in the company, and 
who had distinguished himself in the 
liquidation of the old Marine Bank that 
went down with the Ward & Grant fail- 
ure, accepted the presidency for a year, 

Mr. Johnston, a man of independent 
means and well known in business, was 
unwilling to carry the burdens of chief 
executive and upon his recommendation 
he was succeeded as president by Mr. 
Lyman in 1899. He had then had thir 
teen years’ training as vice-president of 
the company 

Mr. Lyman was a large man mentally 
and physically His mental processes 
were keen and his judgment sound. As 
one of the pioneers in corporate surety 
ship he had to be largely self-reliant and 
was indefatigable in his efforts to put 
the business on a sound footing. He 
continued as president until 1912, when 
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he accepted the chairmanship of the 
board, in which position he continued 
until his death in February, 1921. 


| = ne ne rs 7 
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EARLY INDIVIDUAL 
GUARANTEES 


The principle of suretyship is as 
old as recorded history. There are 
references to the giving of guaran- 
tees in the library of Sargon, King 
of Assur and Sumer. The Bible tells 
| of Benjamin, son of Jacob, giving a 
bond to his brother, then prime min- 
ister of Egypt, for the return of his 
brethren. And in later times we 
note Sir Walter Raleigh discourag- 
ing the practice with this warning: 
“If thou be bound for a stranger 
thou art a fool.” These references, 
however, are to individual guaran- 
tees. Corporate suretyship was not 
then thought of, and even the far- 
sighted Dutch colonists of New Am- 
sterdam who built a wall across its 
northern boundary to protect them- 
selves against the Indians, did not 
foresee that in less than three hun- 
dred years the site of that wall 
would be the financial center of the 
world. 


| 














Mr. Lafrentz Becomes Chairman and 
Mr. scape President 

In ie I Lafrentz became pres 
dent of the Pah Seeing He is one of the 
most capable executives in the entire in 
surance and surety world. Following a 
term in the Wyoming State Legislature, 
he became associated with the company 
in 1893 as an accountant and later be 
came comptroller and vice-president. 

In Januarv, 1926, he was made chair 
man of the board and at the same time 
R. R. Brown became president. Mr. 
Brown entered the service of the Amer 
ican Surety Co. in 1896 as secretary to 
the president, Colonel Trenholm, and 
served successively as supe rintendent of 
agencies, vice-president and first vice 
president of the company. He is held in 
unusually high esteem. Among surety 
and bonding executives everywhere he is 
a man in whom everyone has confidence. 
Surety Companies Help Build Up the 

Nation 

A great deal of space has been given 
in the insurance papers as to how the 
life insurance companies are helping to 
build up America by loanine money on 
building projects and throueh farm and 
city loans. The surety companies are 
also upbuilders of America, but in a dif 
ferent way. They have much to do in 
standing behind the credit svstem of this 
country, especially in contract bond un 
derwriting. 

Contract bonds on both public and pri 
vate work usually guarantee two things, 
each of which is a separate source of loss 
to the surety whenever the contractor 
defaults. These two items were recently 
summarized by R. H. Towner, the surety 
rater, as follows: 

1. They guarantee to the owner the 
performance of the contract or comple- 
tion of the building or work for the 
price at which the contract was awarded 
(usually under competitive bidding and, 
therefore, at the lowest bid). 

2. Thev also guarantee to the contrac- 
tor’s creditors and to subcontractors and 
their creditors that all indebtedness in- 
curred in the course of the work for la- 
bor and material—and under manv stat- 
utes including also machinery, camp sup- 
plies, hoard of laborers, and other thines 
that did not go into the work itself—will 
be paid. 

Safeguarding the Private Owner 

Continuing, Mr. 


“ 


Towner said: 

3oth these guarantees safeguard the 
nrivate owner. No. 1. safeguards him 
because it means that the money he 
saves hy accepting the lowest bidder is 
actually caved, i. e., that the contract will 
he actnally performed for the amount of 
that bid—if not by the contractor, then 


bv his surety. No. ? also safeenards the 
owner by makine it certain that when 
the contract is completed the building 
will not be plastered with liens for the 






payment of the contractor’s debts. Of 
recent years building construction has 
come to he financed very largely and 
very generally by mortgage bonds which 
are brought out and sold to the investing 
public by private bankers and investment 
houses. Often these bonds are marketed 
before construction of the building has 
actually commenced. The advertisement 
offering the bond on the investment mar- 
ket usually assures the purchaser that ‘a 
surety company bond will be required to 
guarantee the completion of the building, 
free and clear of liens.’ You have only 
to watch the financial advertising of tne 
daily papers to see this assurance appear 
again and again.” 

Here is just a sample list of these 
financial advertisements as recently made 
public by Mr. Towner: 


Bond House 
S. W. Straus & Co. 
Puritan Mortgage Corp. 


Coffin & Burr, Inc. 
Drexel & Co, 

Hayden, Stone & Co., et al 
\dair Realty & Mtg. Co, The 
P. W. Chapman & Co., Ine. 
Coffin & Burr, Ine. 


H. Newbold’s Son & Co. 


Building 
277 Park 


Central Building, Worcester, 


Packard Building, Philadelphia, Pa. ... 
nina Genter Corp., Ni ¥.. Cit¥iess.¢t 2,000,000 
Carlton, 
Harriman Bldg., New York City........ 5,250,000 


July 16, 1926 








NOTE: 

1. Take applications on Form C-599, 

2. Submit copies of agreements between lender 
and owner, Consisting of mortgage and loan 
agreement, and dis bursing agreement, 

3. Submit de scription and value of the Property 
on which building is to be erceted. 

4. Submit specifications (and plans if poskible) 
for new building. 

5. Submit copy of contract or proposed contract 
which owner may have entered into or is to 
enter into with a contractor for the but! ding 
construction, 

6. Submit financial statements, with schedules, 
of principal, co-principals and indemniters, ’ 

7. Submit form of bond—owner to lender, 

5. Will owner require a bond from the a 
tor? 

Remarks: 


The completion bonds played an im- 
portant part in the building up of the 
Grand Central Plaza, the hotels wand 
other skyscrapers which now form one 
of the most attractive portions of New 
Bond Issue 
Ave. Corps IN; AGG sc cits $4,500,000 


WEASSienscc4's 800,000 
3,000,000 


Mvlaita. Gao aicisecewcsened 500,000 


Washington Bldg., Washington, D. C... 2,500,000 


Federal Securities Co., Chicago = Jewelers Blidg., Chicago, Hh ........... F 

Hayden, Stone & Co., et al lifth Ave. and 28th St. Kealty Co., Inc., 
New: WOrk Gity occ.hs ct nacsceeni ees 2,06 

Commonwealth Bond Corp. 65 FE. 96th*St. Apt. Bldg., N. Y. City... 3 


Commonwealth Bond Corp. Forest 


Park Apartment 
Gardens, N. 


Blde., Kew 





G. L. Miller & Co. 100 W. 58th St., New York ( EVs ssc ae 

P. W. Chapman & Co., Ine. General Motors BUNGE os cyan escee-ceie 6 

Columbia Mortgage Co. Albemarle Ter., Jackson Heights, N. Y.. , 

G. L. Ohrstrom & Co,, Ine. ] , 
+50 Broadway Bldg., New York City.... 4,500,000 

Pearsons-Taft Company J 


Puritan Mortgage Corp. 
Lawrence Stern & Co. 
A. G. Becker & Co. 
Union Trust Co., Detroit 


——— | 


Mr. Towner further said that these 
guarantees of the surety companies are 
considered so important that the Securi- 
tics Commission of Wisconsin, and per- 
haps of some other states, will not li- 
cense the sale of mortgage bond securi- 
fics to investors within their jurisdiction 
unless a surety bond guaranteeing com- 
pletion of the improvement has been 
given. 

The Completion Bond Aoplication 

\ bird’s-eye view of completion bonds 
can be gauged by the following blank, 
which an applicant for a completion bond 
must fill cut: 

AMERICAN SURETY COMPANY OF 
NEW YORK 
COMPLETION BOND 
PODICONE oa 6a Dishre ha ws he Glebe Ch gale Ce ewe ews 


eb UMRURENORG os ae ara WW tsa Ks e od Wo cae RA Ae hee be os 


Obligee and Address ...... Scene 
aeineent. (OF THOU opps. 5:09:53 6a esate oretee : 
Co-Principals on Bond ......cccccsccecvesseces 
[ndemnitors 


FINANCIAL PLAN 
"Construction Cost r ‘ ° 
Suilder’s Commission or Profit if 

not included in construction cost 
Architect’s Fee . 
faxes during Construction ; 
Fins ancing ch: are including Lend 
er’s Commission . 
Interest during Construction 
Removing Mortgage on land, if 
any . Se ies. 1 Weumeerele: ecereieial 
Surety Bond. Premium 5 
If Building to be Erected on 
Leased Land, Ground Rent dur 
ing Construction < > ; 
Other Fees and Expenses . 


Total 3 a . - ¢ “Serescerceas 
Building Loan Ot BGrtwaee 6 XK seccveawun ct 
DEFICIT ; 

How is ‘‘deficit’’ to be Rnaneede: co coas ane. 
Will amount of “deficit” be provided on account 
of the cost of constructing the building and 
for labor and materials before any portion of 
the proceeds from bui!ding loan or mortgage 
is advanced or used in connection with the 
COMMETIINIGERS das 5 asa Fea e ean sia tes 
If not, will amount of “deficit” be deposited 
under joint control of surety?.........ceee. 
Vhat safeguards to insure the proceeds from 
loan or mortgage being applied to the pay 
ment for labor and materials going into the 
construction of ‘Buttding?... oo ssccesaresanvics 


“Ho Wt  DRNEEET: x. cn scene dateewciseaee secon 


Trinity Court Bldg., New York Ctiy.... 


The Detroit Hotel, Detroit, Mich........ 





York City and which are on cif ér side 
of the New York ¢ central Railroad yan 
above 42nd Street, running to Be h 
Street. 
The Hilo Breakwater in Hattal 

When a contractor defaults i cee 
companies sometimes step in 
plete the contract, although they do not 
do so except as a last resort. The most 
famous case of this kind, of course, was 
the defaulting of the Shandaken Tunnel 
contract in the Catskills, which contract 
was completed by two other surety com- 
panies. 





The surety companies maintain exten- 
sive engineering organizations for the 
purpose of aiding and assisting contrac- 
tors to complete their contracts (so as 
to avoid defaults); or, if the contractor 
has defaulted, to enable them to take 
over and complete the defaulted con- 
tract, as was done in the Shandaken case. 

One big case of this kind into which 
the American Surety Company stepped 
was the job of the Hilo Breakwater in 
Hawaii. Richard Deming, vice-president 
of the company in charge of contract 
bonds, and who spent the early years ol 
his life as a marine engineer, made three 
trips to Hawaii and on one of them, 0! 
seven months’ duration, supervised the 
completion of the Breakwater, or, as he 
explained it, the American Surety Go. 
found a wav to give the owner what he 
was entitled to and prevented a default. 
It was necessary to quarry rock many 
miles from the scene of the Breakwater 
and to transport it, some of the preces 
weighing many tons. Three contractors 
had attempted to finish the tob and had 
failed, when the American Surety Com- 
pany intervened and made the comple- 
‘tion possible. 

Another very interesting engincering 
job carried out under the direction of the 
American Surety was when Mr. Deming 
superintended the building of the Gal- 
veston, Tex., causeway, two miles long 

Still another interesting job was the 
completion of 77 miles of canals and lat- 
crals in Montana for irrigation purposes 


The American Surety Building at 100 
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sroadway, facing Trinity Church, is one 
of the most perfectly constructed edifices 
in the city and has frequently been vis- 
ited by engineers and constructors as it 
is regarded as a model of its kind. 
\mong other tenants 1s Charles Evans 
Hughes, former Governor of the State 
of New York, Chief, Justice of the Su- 
preme Court and Secretary of State. 
The New York 1 rust Co. is also a ten- 
ant, as is the First National Corporation 
of Boston, just to name a few. 

The first offices of the company were 
at what is 100 Broadway. In 1892 the 
company purchased the corner of Broad- 
way and Pine Street from the Continen- 
tal Insurance Company. The plot of 
vround was square, which suggested to 
the architect the possibility of a sym- 
metrical tower and so it was designed 
after the manner of a great free-stand- 
ing Greek column with enriched base 
and plain vertical shaft surmounted by 
an ornate capital, and providing twenty- 
one floors. This great monumental build- 
ing was C¢ mstructed of Maine granite on 
4 framework of steel. _At the base the 
walls were four feet thick, and the main 
cornice projected six feet beyond the 
wall line. ; 

The enormous weight of this proposed 
structure introduced a new problem into 
architectural engineering. For the first 
time the method used to construct a river 
bridge pier was applied to a building. 
That is, huge steel boxes known as cais- 
sons were sunk to bed rock about sev- 
enty-two feet below the street. There 
were no bottoms in the caissons, so the 
workmen in them could dig away at the 
earth, and meanwhile the caissons were 
kept filled with compressed air to a 
pressure equal to the exterior water pres- 
sure so the workmen would not be 
flooded. The excavated material was 
then raised through air-tight locks to 
the surface above, and when the cats- 
sons had been lowered to the bed rock, 
they and the shafts above were filled 
with concrete and brick masonry which 
was topped with a grillage of steel beams 
to form footings for the huge steel col- 
umns which were to support the super- 
structure. ; 

After twenty-five years, the American 
Surety found its building obsolete among 
the more colossal structures that in that 
short period had been erected about it. 
The company needed more space also; 
and so it was decided to rebuild the old 
structure and extend it over newly ac- 
quired property. 

Renewing and enlarging the American 
Surety Building was more than a prob- 
lem in construction, as it really meant 
the rebuilding of a great living thing for 
the company, and many of its oldest ten- 
ants were to remain during the rebuild- 
ing, 

Marvelous Steel Foundation 

The old adjoining Schermerhorn build- 
ing was demolished and new foundations 
were prepared for the American Surety 
Building extension. They, too, were car- 
tied down to bed rock, but by a quicker 
and more modern method than the old 
caisson foundations. 


Under each pro- 
posed column a group of steel tubes 
were forced down to the rock, then 


blown out by compressed air and filled 
with conerete. As the new. sub-base- 
ment was to be below the foundation 
bottom of such big buildings as the ad 
joining First National Bank which ex- 
tends to Wall Street, its foundation had 
0 be underpinned with similar steel 
tubes inserted in short sections under 
the old wall and forced down by jacks. 
Then the rear and south walls of the old 
American Surety Building were torn 
down and all interior partitions, stairs, 
levators, fittings and equipment were 
femoved. As the new structure reached 
the height of the old one, the different 
Noors were laid out and rebuilt. 

On top of the combined old and new 
Structures, a new. superstructure was 
built, two stories in height and provid- 
ig a twenty-second and a twenty-third 
Noor, The original columns of the old 
Portion were inadequate to support the 
New superimposed load, and they had to 
€ reinforced. By an ingenious device 
this strengthening of the old frame was 





accomplished without increasing the lat- 
eral dimensions of the columns. ‘The 
skin of terra cotta block fireproofing 
which surrounded the columns was peeled 
off and in its place was substituted a 
jacket of concrete, reinforced with steel 
rods, which supplied the required addi- 
tional strength. When the plaster finish 
was reset the columns seemed not to 
have been disturbed. 

During all this reconstruction § the 
company continued its occupancy of the 
premises with only slight disturbance. 
Temporary dustproof partitions were 
erected as required and by a clever shift- 
ing of offices and departments to refin- 
ished spaces as they became available, 
the work went on in and around the 
company’s working forces with a mini- 
mum of dirt and noise, and a maximum 
of cheerful patience by officers, tenants 
and employees. 

This huge task was undertaken at the 
close of the World War, when the build- 
ing trades were demoralized and_ prices 
were inflated. Nevertheless, the stand- 
ard of the American Surety Company 
Building was to be maintained and it was 
decided to build of the original Maine 
granite and repeat all carved ornament 
and sculpture identical with the old 
building. The architect was also im- 
pressed with the importance of avoiding 
the appearance of a patched front, or 
ene that should in anv wav be less monu- 
mental than the original buildine 

This order involved a serious difficulty. 
The facades, as originally designed, con- 
sisted of seven windows on each floor, 
separated by narrow piers and with wide, 
massive piers at the ends. The pier at 
the south end where the old building was 
to be extended would no longer be an 
end pier, but would become an interme- 
diate pier, which must even be increased 
to provide structural support for the ad- 
dition. Tt therefore would have been to- 
ticeably larger than the tynieal interme- 
diate niers and the window 
would in consequence be disagreeably in- 
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terrupted. There was but one solution 
to the problem—it had never been done 
before and it was a bold and expensive 
one—remove the original end pier, and 
in its place build a narrow pier similar 
to other intermediate ones, and relocate 
the wide end pier at the new southern 
end. 

That was not merely a costly matter 
of taking down and rebuilding a lot of 
stone work so far as the granite. was con- 
cerned, but there would remain the cor- 
ner steel column with its connecting 
floor and wall girders. ' These had to 
be severed from the remaining struc- 
ture by burning on with an acetylene 
blow torch. Before this could be com- 
menced it was necessary to build up a 
temporary framework of heavy timbers 
to support the twenty-two tiers of steel 
framing and concrete floors. Mean- 
while the building was to remain occu- 
pied. This is precisely what was done 
and the work was successfully complet- 
ed without retarding the general progress 
of construction. A new steel column was 
riveted into place to conform to the re- 
arrdnged granite without accident or in- 
convenience to anyone, and it permitted 
the facade to be redesigned in its en- 
tirety instead of being merely added to. 
Also to preserve the symmetry of the 
front, the elliptical window on the fif- 
teenth floor with its supporting female 
figures and which marked the upper cen- 
ter of the old building, was repeated 
at the same distance from the south end 
that the old design was from the north 
end, thus forming two equal and _ bal- 
anced ornamental features. 

Originally the main entrance was at 
the center of a portico of Ionic columns 
superimposed with female figures free 
standing, but giving the effect of carya- 
tides. As the new entrance corridor was 
to be along the southerly side, and the 
remainder of the Broadway front was to 
be rented to one tenant, it was no longer 
possible to have a central entrance. The 
portico was therefore extended to form 
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a colonnade along this entire space with 
a triple entrance at its center, and the 
main corridor is now entered through a 
monumental doorway of noble propor- 
tions, and executed of carved granite in 
the finest Greek spirit. The doors are 
solid bronze of massive design and are 
enriched with the American Surety Com- 
pany’s seal and surrounded by appropri- 
ate ornamentation, 


President Brown Sums Up 


In summing up reasons for the Ameri 
can Surety’s success, President Brown 
said to The Eastern Underwriter this 
week; 

“We have had vision and discernment, 
a knowledge of the requirements of the 
financial and business community and the 
organization to apply the knowledge and 
fulfill the requirements. We have never 
been animated by a desire to roll up 
mere premium volume, especially if it 
meant a sacrifice of the underwriting 
judgment which we have always insisted 
upon exercising. We have appreciated 
the extent of our obligations and have 
been faithful to them. 

“Our success in this difficult field has 
been gratifying as it proves to us at any 
rate that scientific organization, behind 
which rests conservative but broadmind- 
ed judgment, coupled with a large, en- 
terprising and commonsensed field force, 
wins out.” 


COURT REVERSES DECISION 


Interesting Shooting Case at Wilcoe, 
W. Va.; Mother Claimed Double 
Indemnity for Son’s Death 

The United States Circuit Court of 
Appeals for the Fourth Circuit, now sit- 
ting at Asheville, N. C., has reversed the 
Bluefield, W. Va., déstrict court in a case 
in which Rosa B. Tabor of Graham, 
Va., sued for recovery under a $5,000 
life insurance policy with double indem- 
nity provision issued February 27, 1924, 
to her son, Clifton C. Tabor, of Wilcoe, 
W. Va., who died August 14, 1924, of 
pistol shot wounds in the chest. The 
question at issue was whether Tabor 
committed suicide or shot himself acci- 
dentally. In the lower court, decision 
was given in favor of the company, 

In addition to operating a pool room 
at Wilcoe, Tabor was a deputy sheriff, 
with authority to carry a pistol. On 
August 13, 1924, he and Edna Phillips, 
18-year-old girl, with whom he had been 
going for several vears, strolled up a 
ravine near Wilcoe known as Grapevine 
Hollow. Her testimony was that he was 
playing with his pistol and first shot 
himself while her head was turned in 
another direction. Frightened, she start 
ed to run up the hill away from him 
when the pistol was discharged the sec 
ond time. Tabor died the following day 
at a hospital in Welch, W. Va. 

The girl, as well as other witnesses 
who talked with him before he died, tes- 
tified that he said that the wounds were 
inflicted accidentally. Tt was also testi- 
fied that Tabor was of jovial and happv 
disposition and in good health. His 
mother sued for double the face value 
of the policy, claiming that death re 
sulted accidentally. The policy was is- 


sued by the Mutual Life of New York. 


DISABILITY CASES GROWING 

The Van Honten and Sherwood Agven- 
cy of Jersey City, in their monthly bul- 
letin, state that “no line of insurance is 
more essential to a man with respon- 
sibilities than accident and health, yet 
it is unfortunately disregarded by many 
and often brings great sorrow to those 
who have net had their income pro- 
tected. There are over 22000000 cases 
of disability of various kinds that ocenur 
every year in the United States, 220.000, 
or only one per cent. of which are fatal. 
This ‘means that life insurance covers 
one per cent of the disability which im 
poverishes the people of the United 
States every year, and accident and 
health insurance covers ninety-1'n° per 
cent of that disability.” 
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Accident Prevention 
Tackled With Vigor 


BY NATIONAL SAFETY COUNCIL 


W. H. Cameron Reviews Progress Made 
Before Industrial Conference of 
U. S. Department of Labor 

Speaking before the industrial acci- 
dent prevention conference of the U. 5. 
Department of Labor at Washington yes- 
terday, W. H. Cameron, managing direc- 
tor, National Safety Council, said: “In 
my opinion the extension of the United 
States Bureau of Labor Statistics ma- 
chinery to collect, tabulate and analyze 
the data on industrial accidents in the 
United States will be a decided step in 
the right direction. Such institutions as 
the National Safety Council will cordial 
ly assist in the educational problem of 
keeping the records and in achieving the 
goal of minimizing the terrific and un 
necessary losses of life and money.” 

Mr. Cameron worked up to this point 
by giving the story of the council’s ef 
forts to collect and present the accident 
statistical records of eleven of the sec 
tional groups now contributing statistic- 
al information. ‘These are: automotive, 
chemical, construction, metals, packers 
and tanners, paper and pulp, petroleum, 
quarry, rubber, textile, and woodworking. 
Six other industrial sections are already 
sending their statistical compilations to 
other agencies, and the council is not 
making an effort to compete nor to du- 
plicate these reports They are: steam 
railroads, now reporting to the Inter- 
state Commerce Commission; the public 
utilities, reporting to the American Gas 
\ssociation and the National Electric 
Light Association; the mining compa- 
nies to the U. S. Bureau of Mines; the 
electric street railway companies to the 
American Electric Railway Association, 
and the cement companies to the VPort- 
land Cement Association. 

A Help in Calculating Accident 
Frequency 

“The members in the eleven industrial 
groups enumerated,” said Mr. Cameron, 
“use the council’s standard report form 
requiring answers to the four following 
questions: 

(a) Average number of employees for 
the year; (b) total number of hours 
worked by all employees; (c) number of 
accidents causing loss of time beyond 
day or shift; (d) number of days lost 
because of the above accidents. 

“The answers to the questions make 
it possible for our engineers to calculate 
the accident frequency and severity rates 
for each member reporting. Of course, 
these rates are figured on the nationally 
approved basis and provided for in our 
safe practices pamphlet No. 21 entitled 
‘Accident Records.’ Three of these sec- 
tional groups—construction, rubber and 
textile—have gone one step further. 

“The members in these groups in ad 
dition to tabulating their accidents ac- 
cording to the standard report form also 
tabulate their, accidents according to a 
standard cause classification. Of course, 
the recorded experience of these three 
groups are more valuable and efforts are 
being made to have the other eight 
groups also adopt standardized cause 
classifications. The council will be glad 
to send to any inquirer copies of the tex- 
tile, rubber, and construction 
showing the © standardized 
causes, 

“In the correspondence with the mem- 
ber, the council points out that there 
are six reasons for collecting and com- 
paring these accident statistics, viz.: 

“(a) To promote uniformity; (b) to 
arouse pride of industry; (c) to secure 
direct comparisons; (d) to trace the na- 
tional trend of accident experience; (c) 
to interest other companies in accident 
prevention, and ({) to help each individ- 


fo-ms 
accident 


ual company in analyzing and correcting 
its own accident causes. 
Need for Uniformity Pointed Out 

“The council impresses upon the mem- 
ber the need for uniformity in compiling 
accident records, emphasizing the fact 
that these uniform methods of calculation 
from year to year should be maintained 
in spite of changes in the personnel of 
the statistical department; that frequent 
changes in the method of compilation 
create confusion and misunderstanding. 
Uniformity makes it possible to compare 
the record of one plant with the record 
of others having similar accident records. 

“To illustrate what it means to arouse 
the pride of an industry, I may say that 
the cement industry claims credit for 
making greater progress in accident pre- 
vention during the past few years than 
any other industry in the country. This 
industrial group is proud of its record 
and broadcasts the information to all of 
its workers. 

“When publishing the tabulated acci- 
dent records of a particular industry the 
council gives the record of each operat- 
ing plant. The names of the plants, 
however, are not revealed. Each plant 
is given a key-number which is known 
only to the officials of that plant and to 
the engineering staff of the council 
These comparisons make it possible for 
the plant executives to see their standing 
with reference to other plants in their 
same class. The plants at the top of the 
list are encouraged to continue to im- 
prove their present accident prevention 
methods, and those companies not doing 
so well are urged to do more and better 
work. 

Interest of Paper and Pulp Members 

“Keen interest has been developed 
among the paper and pulp members of 
the council by offering a ‘Paper Indus- 
try’ silver loving cup to that mill having 
the best accident reeord for the first 
six months of 1926. The operating plant 
in this industry having the best record 
will be entitled to claim the honor of 
having the safest paper mill in America. 

“Of course, the compilation of these 


SUES FOR AUTO CRASH 

An action for damages to an automo- 
bile has been filed against Jacob Golef, 
of 1328 Nelson Avenue, New York City, 
by the Zurich General Accident and In- 
surance Company in the Seventh Dis- 
trict Municipal Court of New York. His 
car was alleged to have collided with 
the automobile of User Askenas at 167th 
Street and Cromwell Avenue. The in- 
surance company paid Askenas for the 
damages to his machine and is now suing 
Golef for it. 





PHILADELPHIA BROKERS MOVE 

Curtin & Brockie, of Philadelphia, 
general insurance brokers and average 
adjusters representing Johnson & Hig- 
vins, have removed to 410 Walnut 
Street. 


CONTINUED AS RECEIVER 

George B. Astley was continued on 
Tuesday by Vice-Chancellor Backus in 
Newark as receiver of the Fidelity Mu- 
tual Casualty of Newark. The receiver- 
ship was established because the com- 
pany was unable to arraign its auairs to 
satisfy the demands of the State Depart- 
ment of Banking and Insurance. The 
matter was held over from last week 
to give the board of directors an oppor- 
tunity to raise $25,000 which would put 
the company in a position to continue 
business. The money was not obtained 
and the court appointed Mr. Astley per- 
manent receiver. _ 


statistics makes it possible to trace the 
national trend of accidents within cer- 
tain industries and leads to greater ef- 
fort to ascertain the causes for increases 
or decreases. For example, the sixty- 
seven companies in the automotive group 
reporting for the two years 1923-1924, 
show an average increase of 22% in fre- 
quency rate and an average increase of 
167 in the severity rate. This record 
has. stimtilated these companies to 
greater effort and the council is given 
the opportunity to hammering away at 
, the industry as a whole and at the com- 
¥ panies that are not getting results.” 
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Approve Plan to 
Insure Passengers 


CASUALTIES ARE NOT HIGH 





Insurance Will Provide Indemnity and 
Eliminate Waste Caused by 
Costs of Suits 





The Commission which has recently 
been sitting at Antwerp, which was ap- 
pointed by the Genoa Conference of 
Maritime Law in September, 1925, to in- 
vestigate the scheme for the general and 
compulsory insurance of sea-going pas- 
sengers, has at last ended its labors. 

The meetings were presided over by 
Sir Norman Hill (Great Britain) and 
were attended by M. Louis Franck, pres- 
ident of the International Maritime 
Committee; Herr Stimming, director- 
general of the North German Lloyd: 
M. M. Verneaux, of the Messageries 
Maritimes, Lange (Sweden), Sindballe 
(Denmark), = Sohr (Antwerp), Dor 
(Paris) and Van Slooten (Netherlands), 

In his opening statement Sir Norman 
gave some interesting figures on the 
loss of life at sea. He said that on a 
number of between six and seven mil- 
lion passengers carried every year in 
steamers registered in the United King- 
dom, the loss of life at sea had been an 
average yearly of 240 in the last 50 
years and less than 55 if the last 40 
years only were taken into consideration, 
There had not been any greater propor- 
tion of loss of life among emigrants 
than among other passengers. This was 
a very low average of loss, and a proof 
of the increased security of traveling by 
sea. 

The Commission proceeded to con- 
sider the amendments suggested to the 
draft which was submitted to the Genoa 
Conference. ‘The principle of a scheme 
of general and compulsory insurance of 
passengers without distinction as to 
class met with general approval. The 
Commission reached a unanimous con- 
clusion as to the report on this subject 
to be submitted to the next international 
conference. The scheme is limited to 
the relations between the passenger and 
the ship in which he sails. The insur- 
ance will not affect his rights against 
another ship in case of a collision. The 
Continental shipowners, who had long 
been opposed to the general insurance 
scheme, scem to have changed their 
minds, and the French and German 
shippers voted with the rest. 

The idea of securing a limited but 
fixed and certain insurance instead of 
the present system of suing for dam- 
ages has gained many supporters—the 
more so as it was pointed out that out 
of every £100 ($500) paid under existing 
conditions no less than £41 ($205) are 
eaten up by the cost of obtaining the 
compensation, 





HIGHER LIMITS 


Los Angeles Representative of Fidelity 
& Casualty Gives Reasons for 
Consideration of Agents 
Arthur J. Barker, special agent Los 
Angeles office of the kidelity & Casualty, 
gives a number of reasons why agents 
should sell larger limits on automobile 
policies, as follows: , 
Because claims have gone up, like 

everything else. 

Because jury verdicts are enormous. 

Because increased limits do not cost 
proportionately. P 

secause 100,000/300,000 dollar limits at 
only 53% additional cost will strike the 
prospect as wonderfully reasonable. 

Because the average man wants to be 
plentifully protected. 

Secause the average man is not flat- 
tered if you offer him insufficient pro- 
tection—as though he couldn't afford 
more! : 

Because if a man incurs a $50,000 judg- 
ment and has only $5,000 limits to meet 
it, he may have to let his home go lt 
make good. 
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Casualty Advertising 
Is a Sleeping Giant 


H. AA WARNER SEES BIG FUTURE 








Tells Kentucky Agents to Use Direct 
Mail Liberally and to Play Up Local 
News in Newspaper Copy 





One of the highlights of a talk by 
Harry A. Warner, supervisor of pub- 
icity, Maryland Casualty, before the 
Kentucky Association of Insurance 
Agents at Covington this week, was his 
statement that one of the chief diffi- 
culties confronting company men was to 
convince agents that advertising helps 
them to get business. “Many agents 
feel that they alone are the producers,” 
he said, “and that advertising is not of 
any value to them. They may feel that 
the insurance advertising man is trying 
to capture their laurels, or that his ad- 
vertising is offered as a substitute for 
the agents’ efforts. Nothing is further 
fom the truth. Insurance is sold, not 
bought, and the agent is the big factor 
in selling insurance.” 

While Mr. Warner admitted that 
casualty insurance had made great 
strides without advertising, he feels that 
much more may be accomplished with 
its help. He quoted Edward A. Woods, 
general agent, Equitable Society at 
Pittsburgh, as saying that more adver- 
tising would be a great thing for life 
insurance. “If that be true of life insur- 
ance,” declared Mr. Warner, “which the 
public knows much more intimately than 
it does casualty insurance, it is certain 
that the less publicly-known casualty line 
would benefit. 


Advertising to Educate the Public 


“Who knows but that proper adver- 
tising would have brought a greater vol- 
ume of business in premiums to the cas- 
ualty field just mentioned,” he continued. 
‘With all the increase in premiums al- 
ready noted, the casualty field has hard- 
ly been touched. Jesse Phillips, presi- 
dent, Great American Indemnity, is re- 
sponsible for the following statement: 
Not more than one person in twelve in- 
surable persons has personal accident 
health coverage; not more than one in 
twenty persons occupying positions of 
responsibility carry fidelity bonds; not 
more than 15% of the plate glass is in- 
sured; not more than 5% of those who 
dwell in private residences are protected 
against losses from theft and robbery. 
“Automobile liability insurance offers 
a conspicuous example in this regard. 
With over 20,000,000 cars operating in 
the United States, according to statis- 
tics, there are only from 18% to 30% of 
these automobiles insured. The weight 
of authority tends to the lower figure. 
The percentage in automobile insurance 
is higher than some of the other casualty 
lines. These facts would seem to indi- 
cate that it is necessary to educate the 
public in insurance. Notwithstanding the 
work of the many agents in selling these 
policies there is a lot more to be done. 


Favors Good-Will Campaign 


“Public utilities and commercial enter- 
prises have found it profitable to adver- 
tse to the public. Public relations can 
be improved by bringing about a clear 
understanding of the benefits of insur- 
ance. Such a campaign has been suc- 
cessfully tried by fifteen fire companies 
tngaged in writing fire insurance in the 
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Middle West. It is a good-will co-opera- 
tive campaign. 

“It is said that the farmers make the 
laws. Insurance has been the prey of 
politicians. In the past they have not 
hesitated to fight insurance because in- 
surance does not fight them. This cam- 
paign has started the farmers to believe 
in insurance. The results have been fa- 
vorable newspaper editorials and direct 
inquiries for agencies. While there is no 
expectation of extra business in this 
campaign, it is said the business is going 
to show its first profit. One of the big- 
gest objectives gained by the campaign 
has been an increased interest on the 
part of the farmers in fire prevention. 
Casualty companies have felt the need 
of such a campaign and have had a com- 
mittee working to that end.” 


Examples of Effective Direct Mail 

Mr. Warner then reviewed some of the 
direct mail plans that agents in various 
parts of the country, known to him, are 
using. A few of them follow: One 
agency watches the registration of new 
automobiles and immediately mails out a 
circular. On the back of the circular he 
mentions the car the individual has and 
the price of coverage. This adds a per- 
sonal touch. This is followed by a per- 
sonal call. “It works,” says this agency. 

Several others have found that this 
scheme works well with another circular. 
They place the cost of each coverage on 
the line with the title describing the 
form of insurance—liability, property 
damage and collision. It is well to do 
this even where a call is made on the 
automobilist without selling him. By 
leaving a circular he has a silent sales- 
man that will sometimes act during his 
absence. One agent had a call two years 
after he sent a circular, and wrote a pre- 
mium of about $100. 

Another agent of a small town em- 
ploys a boy every Saturday afternoon to 
put a folder in each car parked in town. 
Saturday afternoon is the time that the 
farmers come to town in greatest num- 
bers. One agent who uses this plan pre- 
fers the folder in the back seat so the 
wife will pick it up as the driver may 
throw it out of the front seat. 

A country agent mails an automobile 
circular with fire and other policies. It 
gets attention because it is mailed with 
important documents. 

Play up Local News 

One of Mr. Warner’s suggestions to 
the Kentucky agents was to play up lo- 
cal news. He said: “Capitalize the bank 
or residence burglary, the boiler explo- 
sion, the damage suit arising out of an 
automobile accident, or the plate glass 
breakage that appears as news in the 
local press. Run an advertisement call- 
ing the public’s attention to your abil- 
ity to insure against such loss. Print 
the clipping in circular form and send it 
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out to a selected list with a letter call- 
ing attention to your service. Tie this 
up with personal solicitation. It has 
worked well even in a big city. Imme- 
diately after a spectacular jewelry loss, 
circulars were sent out to jewelers, and 
a solicitor promptly followed up the cir- 
culars with a personal call on them. He 
wrote a good number of burglary poli 
cies and, as a by-product, policies of 
other lines. 

“Local newspaper advertising has been 
found successful, but it should be fre- 
quent and continuous. Agents have re- 
ported an increase of two or three times 
their usual business during the course 
of an automobile newspaper campaign. 
Other methods should be used to supple- 
ment the newspaper advertising.” 


HOLLAND EXPRESSES REGRET 


His Message to Independence Indemnity 
Field Force Relative to Alexander 
Sime, Former Vice-President 
Charles H. Holland has written the 
following testimonial of Alexander Sime, 
former second vice-president of the com- 
pany, and has had it published in the 
company’s agency publication, “Human 

Relations” : 

“Alexander Sime has been associated 
with me in business uninterruptedly for 
about fifteen years; in fact he came to 
me with a letter of introduction from a 


mutual friend when he arrived from 
Scotland in 1911. For a good part of 
those fifteen years I have been inti- 


mately in touch with his work and have 
thus had an opportunity of closely ob- 
serving the careful, conscientious and 
highly intelligent manner in which he 
devotes himself to whatever he under 
takes. 

“Tt is a matter of great regret to me 
that, for purely family reasons, he finds 
it necessary to move his household to 
Atlanta, Ga., and that he has thus been 
compelled to resign his position as sec- 
ond vice-president in charge of the li- 
ability and compensation claims depart- 
ment of the Independence Indemnity Co. 
Some years ago he married a charming 
lady from that city, and they are now 
returning to her home town. 

“Popular with all of us at the Home 
Office and with scores of our agents and 
friends in the field, we shall miss him; 
I think he will also miss us. He takes 
with him our united good wishes for the 
fullest measure of happiness and success 
in his new surroundings and his new 
work,” 
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Federal Surety Wonders 
What Is in Beha’s Mind 


NOT ASKED TO SIGN PLEDGE 





Vice-President Taylor Wants to Know 
Why Superintendent Should Call 
Company a Disturbing Factor 


One of the reactions to Superintendent 
of Insurance Beha’s stand on the surety 
acquisition cost situation has appeared 
in the house organ of the Federal Surety. 
It indicated this company’s position 
in relation to the signing of the surety 
pledge as explained by W. L. 
vice-president 


Taylor, 
and general manager of 
the company. It reads as follows: 

“Those agents who have occasionally 
accused us of being altogether too strict 
in the matter of observing rulings, regu- 
lations and good practices must have 
read with some surprise, if not amuse- 
ment, the statement made by Superin- 
tendent of Insurance Beha of New York 
before the Insurance Commissioner’s 
Convention, to the effect that the Fed- 
eral Surety was one of three disturbing 
factors in his program to prevent the 
payment of excess commissions. 

“Companies operating in New York 
state were asked by Mr. Beha to make 
a pledge that they would adhere to cer- 
tain rules. Our company not being en- 
tered in New York was never asked, and 
was never invited to make such a pledge 
and consequently made none. Appar- 
ently, in Mr. Beha’s estimation, this 
made us a disturbing factor, though we 
can’t follow his reasoning. I, myself, 
have never been asked to sign a temper- 
ance pledge, but I doubt if Wayne B. 
Wheeler would sight me as a disturbing 
factor in the Anti-Saloon League’s cam- 
paign to suppress liquor. 

“The merits of Mr. Beha’s program 
are beside the point. We are not sure 
that it isn’t unfair and in some respects 
inequitable, and there is a large school 
of thought sharing the same doubts. We 
insist, however, that Mr. Beha’s failure 
to receive a pledge from this company 
when he asked for and invited no such 
pledge does not justify his publicly de- 
claring the company a disturbing factor, 
and we do claim that, pledge or no 
pledge, the agents and the companies 
will as in the past find the Federal do 
ing its part to uphold good practices and 
fair methods at all times, everywhere.” 


25TH ANNIVERSARY 

Walter C. Schryver is celebrating the 
25th anniversary of his connection with 
the U. S. Fidelity & Guaranty Company. 
Mr. Schryver entered the employ of the 
company as an office clerk in Baltimore. 
Several years later he was transferred 
to the New York office and made cash- 
ier. In December, 1912, he was appoint- 
ed associate manager with John B. Gey- 
ler, and under the firm name of Schry- 
ver & Geyler became managers of the 
Newark office of the company 


Consult Your Agent or Broker 


As You Would Your Doctor or Broker 


In this, the thirtieth year of the U.S. F.&G., 
it is fitting to observe that two hundred and 
seventy-eight agents have been producers of 





business for it twenty-five years or more. 


Two hundred and Seventy-eight is a very 
great proportion of the total of agents who 
were on the rolls of the U. S. F. & G. 
twenty-five years ago. 


Claims paid since 1896—-$135,439,138.31 
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. Big Bill Says Fille ‘iia, Life Board 


(Continued from Page 31) 
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bers of the American Legion, or the for instance: John Hay, Joseph H. York and the Citizens Insurance Co. of law firm of Day, Berry & Reynolds 
American Legion Auxiliary, or who are’ (Choate and Whitelaw Reid. Missouri. He is a director of the Con- Mr. Day was executive secretary to Goy- 
clig — ha become members, who — Among other literary men were: necticut General Life Insurance Co., the ernor George E. Lounsbury from 1899 
under t é al age an. ' . > oric ne ‘redi ‘orporati in- Z rove enry 
a ~ — . : re os peatage Sao Nathaniel Hawthorne, F. Parkman and Agricultural Credit Corporation of Min to 1901 and to Governor Henry Roberts 
agents who are not cligible washington Irving. neapolis, First Reinsurance Co, of Hart- from 1905 to 1907. He has also been a 
for the American Legion, or the Ameri- Sai ce . ford and the Hartford Retreat. He is member of the House of Representa- 
can Legion Auxiliary, the company is What is the magic touch, the hidden | : ‘ OT RA a ee ape SOE Oe Tg ; 
: ; y, the pan) Price se ise ; ; hi Beta, trustee of the Hartford-Connecticut tives from Colchester as well as chair- 
| arranging a trip to a point in this coun-* principle by which so infallibly Phi Beta Trust Co man of the employers’ liability c i 
try at the same time. Kappa has sifted the men of her many ake ‘a seas 7 
B se. tri are offered as . colleges and chosen those who were Business Leader eee . . 
Both these trips are offered as bo fat * ote ti > Ty} Sebel cas Real tas es ay peeing Saale ; He is a director of the Phoenix Fire 
nuses, In addition there will be paid the ated to distinction ?. ie answer is William R. C. Corson is vice-president, — [nsurance Co., the Hartford-Connecticut 
usual commission on all business secured, found in a booklet which I have received treasurer and a director of the Hartford Trust Co. the Hartford Courant Con 
co BROS ) re a : . : " te : VU. « a « ( - 
‘The company is extensively advertising = !rom Darwin i Kingsley, president Of = Steam Boiler Inspection & Insurance diate the} B. Willems Co. the IR 
this novel trip and the top part of its the New York Life, a Phi Beta Kappa (o He is a director and former presi- Montgomery Ca. the Equitable Fire and 
: . , : i ‘ : ; c } > ‘ ( 
advertising page is reproduced herewith, man, entitled ‘ Noblesse Oblige,” as fol dent of the Hartford Community Chest. \farine Insurance Company of Proyi- 
* * * lows: ; ; He is also director of the Hartford- dence, the Groton and Stonington Trac- 
Phi Beta Kappa Is Country’s Best ‘It is a simple and ancient secret, dis- Aetna National Bank, Connecticut Mu- tion Company, the Hartford Retreat, the 
Slew ok Talent closed by the author of the Proverbs — tual Life Insurance Co., Hartford Coun- New Britain Machine Company, ’ the 


and by many a seer and sage since his ty Mutual Fire Insurance Co., Aetna 
day, ‘Wisdom is the principal thing; get Fire Insurance Co., Mayflower Securities 
wisdom; and with all thy getting get) (o, World Fire & Marine Insurance 


When it comes to picking men who 
later become famous, Phi Beta Kappa, 
the American college fraternity founded 


Omo Manufacturing Company, and the 
Phoenix Securities Co. He is counsel 





eer . Bh for the Aetna Life and affiliated com- 
150 years ago at William and Mary Col- understanding. Co, | Jankers Prust Co. and the Society panics. 
lege, cannot be equalled. “At an early stage in history Phi Beta for Savings. He is trustee of the Wads- 

For instance, the college students who Kappa began to base its choice of me m- worth Atheneum, Watkinson Library, ARRANGE ANNUAL OUTING 
won the Phi Beta Kappa Key and who bers wholly on distinction in scholarship. Hartford Retreat and the American ths Rinses Caine & bea 
later became presidents of the United Of its three watchwords ‘Fraternity, School for the Deaf. f St reser Mic. ol ton te aaa 
States include John Quincy Adams, Mar- Morality, Literature,’ it gave up the first Public Utilities M gnate Se ee 
tin Van Buren, Franklin Pierce, Ruther two in favor of the third, and Literature, meeting and outing on July 20 at a place 


> ry » a ncle oer » ro “4 » 
ford B. Hayes, James A. Garfield, Chester 0° Scholarship, has long been the sole J. Henry Roraback became president {9 he selected by a — arrangements 


\. Arthur, Grover Cleveland, Theodore test. This is its secret—that it has chos- of the Connecticut Light & Power Com-" committee —. * Edward Niehaus, 


Roosevelt’ Woodrow Wilson, Wil-  ¢ its members among those who in col- sas rae al yoapeo “s caves — manager for the Louis office of the 
liam H. ‘Taft and Calvin Coolidge. Twen- lege and university gave themselves to —WS™Y ‘gr ici: oS. m ai of Massachusetts Bonding ‘ 
q ty-six of its members reached the Su- Study and won distinction in it. rector of the company and carrying chic The committee has made tentative ar- 


responsibility for the development of 
big water power projects of the com- 
pany in Connecticut. He is president 


rangements that promise the most suc- 
cessful meeting yet held by the organi- 
zation. It is expected that the outing will 


preme Court bench, of whom five were “There was a heresy—which still sur- 
chief justices. Some of the possessors vives in some quarters and has lately 
of the Phi Beta Kappa key became great — raised its head again—to the effect that 





; : : aioe si : and a director of the Connecticut Elec- a Geto smantiine: sa ‘ ‘ 
lawyers, including Chancellor Kent, Dan- — scholarship is an incident of college life jhi6 Service C , nh: dette wh be a distinct departure from the ones 
icl Webster, Joseph Story. and has little relation to success or ie “ope enn a ans Came held in former years. 

The fraternity has been just as suc- achievement in the world. Never was “esis ving ear ama Neri puay ‘cpl dy ec cae 
se ae seit  dipralee the Bristol and Plainville Electric Com- J. B. GEYLER RETURNS 
cessful in picking poets. For instance: there a heresy so false or so feeble. pany, the Eastern Connecticut Power 
Longfellow, Emerson, Whittier, Holmes, ‘That it could persist in the face of an Company iad ile Canaan Printing Com- John B. Geyler, of Schryver & Geyler, 
Lowell and Bryant. And historians, viz: almost invariable experience is a testi- seine . iilees of pred “Connecticut !anagers of the Newark office of the 
Jancroft, Motley, Prescott and Park- mony to the longevity of error. The eae News ” U.S. Fidelity & Guaranty, has returned 
x man. Also scientists: Joseph Henry, history of Phi Beta Kappa, the history . ; ; from a three weeks’ vacation and _ has 
* Eli Whitney, Samuel F. B. Morse, Louis of the United States, the history of all Counsel for Companies entirely recovered from illness which he 
Agassiz and Asa Grey. Diplomats, too; universities is a refutation of it.” Kdward M. Day is a member of the — suffered late in the spring. 





























‘What a Chance for 
urglars and You, too 


OMES are the easiest thing in the world for a burglar to break into, and vacation 
H time gives him a wide open opportunity. Some people have gone away thinking 
their homes were securely locked against a loss by burglary and have returned to 

find the premises stripped of everything of value. The modern housebreaker comes 
























































| with an automobile or truck, so that even the bulkiest of articles are easily taken away. 
j The wideawake agent does not overlook the London Guarantee Residence Burglary, 
| Larceny and Theft Policy, and the opportunity the present season affords. This policy 
j is easy to sell because most people, with homes containing furnishings and articles of 
4 


value, will buy when becoming acquainted with the facts. 


Add the last touch for a pleasant and carefree vacation—you will gain friends and 
customers and profit well besides. Information promptly and gladly furnished. 


London Guarantee @ Accident Co., Ltd. 


| 
| 
7 Head Office: NEW YORK New York Office: 














95 Fifth Avenue C. M. BERGER, United States Manager 90 Maiden Lane | 
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LEADS TO OTHER BUSINESS 


LL of you have probably read, or heard expressed, 

statements to the effect that the sale of Fidelity 
Bonds opens léads to other business. Just for curios- 
ity’s sake, let’s examine a Fidelity application and see 
whether or not it actually does bring out information 
which can be put to good use. 


Parents’ names and addresses? Are parents possessed 
of any property, real or personal? Value of‘applicant’s 
| real estate? Value of applicant’s personal property? 
Is applicant’s life insured? Is he acting as executor, 
guardian, trustee, etc.? Is he a member of any lodge, 
association or beneficial organization? 


Wouldn’t the answers to those questions tell you pretty 
definitely whether or not the applicant and his parents, 
| if any, are prospects for some or all of the following 

forms of protection: Life, Fire, Accident and Health, 
Burglary, and Automobile? 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and 
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In 1925 


One Perfect Protection Man paid for $2,821,562. 
Another paid for $1,113,675. Four others paid 
for over $600,000. 27 others paid for over 
$300,000. 52 others paid forover $200,000, and 
in the entire organization of over 650 under- 
writers one in three paid for over $100,000. 





























OUR earning ability may be 100 horse power, yet, you 
may be developing only 20. It may be caused by terri- 
torial restriction. A general agent may be taking a large por- 


tion of your earnings. It may rest with the service you provide. 


Perfect Protection is the service designed for the successful 
underwriter. It goes where he goes and commands enthusi- 
astic approval everywhere, for it appeals to the prospect 
who could not be interested in life insurance alone. It is an 
adequate service which does not limit either selling ability 
or earning power for, beside Perfect Protection, the Reliance 
Agency Contract gives the right of unencumbered commis- 
sions and the freedom of Reliance territory. 


Need one question the Perfect Protection Man’s enthusiasm 
and prosperity ? 

Perfect Protection Men are not geared to “‘snail pace’’ pro- 
gress. Neither is this institution content that its underwriters 
be other than successful in their profession, representative of 
Reliance Life and responsive to the opportunities it affords. 


If you are further interested in the Perfect Protestion Man’s prosperity, write for our booklet, “Perfect Protection—How and Why.” 


_ RELIANCE LIFE 





RELIANCE LIFE INSURANCE CO. of PITTSBURGH +» FARMERS BANK BLDG., PITTSBURGH, PA. 
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